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DARBY...Made to 
order only on our 
16/8 wall last No. 
515. 


PINEDALE... Made 
to order only on 
our 16/8 wall last 
No. 515. 
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Action is the order of the day for 
women everywhere, and they are 
demanding footwear that gives them 
TacsiclabmelileMm-lalelelalal:M4e)iihiel a eee eal 
To-Foot-Form’ CRADLE HEEL TRED 
shoes with their natural-cushioned 
comfort is the perfect answer to what 


to promote to meet this demand. 
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VULCAN ...Made to 
order only on our 
16/8 medium round 
toe last No. 537. 


SORENIA...Made 
to order only on 
our 15/8 medium 
round toe last No. 
525. 
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SHARPENING THE EAGLE’S CLAWS 


Now on the alert and ready to make himself felt in every corner of the earth, the eagle’s 
claws must be sharper than ever. Compo craftsmen, skilled in the art of mechanical 


precision, are doing their part to insure the victorious striking power of American arms. 
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Compo craftsmen are accustomed to the strict standards and close tolerances 
so essential to the parts used in mechanized warfare. Their whole training and experience is 


perfect preparation for the important work they do today. These new demands come first, of 





course, and take precedence over everything eise. The facilities of our factory and our machine 
equipment are enlisted for the duration. However, we are maintaining all necessary services 
to our licensees. Our full staff of service mén is on call. Machine parts and materials 
are available to maintain the operation of existing machines. And more Compo Shoes are 
being made than in any previous year. 


COMPO SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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COMPO MAKES THE MACHINERY 
THAT MAKES THE BETTER SHOES 
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H'AINT THAT SOMETHIN’ 
100% STOCK SHIPMENT 
AIR-O-MAGICS NEVER FAIL YOU! 




















«“ » Style No. 770—Tan and White 
Nobo aie Tih-0.MAGIC wing tip blucher brogue. 
Moulded innersoles, half double leather soles, bone 
rubbed bottom finish, rubber and leather combination 
heels. Varsity last. 

Sizes B 7%-12, C 6-12, D 6-12 
No. 555—Tan Boarded, walnut stain. Same pattern as 


above. Leather heels. 
5 B 7%-12, C6-12, D 6-12 
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“The VARSITY” Style No. 746—Tan and White 
Crestbrand, ventilated straight tip lace oxford. Moulded 
innersoles, stitch aloft single sole, natural bottom finish, 
rubber heels. Varsity last. 

Sizes C 6-12, D 6-12 


No. 745—Two-tone Tan. Same pattern as above. 
Varsity last. Sizes C 6-12, D6-12 


DALY BROTHERS SHOE CO.. INC. 
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(0 to bat with a high batting 
average on shipments! 


Yes, Sir! We have Brogues, Norwegians, Military, Army and Navy styles, Black 
and Tan staples in stock, all ready for at once shipment. These were made of 
materials purchased in November and December, ahead of priorities, there- 
fore, your best bet for quality and style. 

The Marion Shoe Division of Daly Bros. Shoe Co., Inc., meanwhile has geared 
up to do its best and its ‘bit? during the National Emergency for service to you, 
Mr. Shoe Merchant. 
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100% moulded inne shoes and 
100% in steck! Three wanted styles 
are illustrated, but the others are 

‘wrap-ups’ tee. 
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“The VARSITY" Style No. 792—Tan leather and 

he you get your copy of the Air-O-Magic olive Sandello cloth lace oxford. Mudguard tip, regular 
! 

See oe At -O-Maghe Fost-Monliere AIR-O-MAGIC moulded innersoles, stitch aloft single soles, 

nf Cushion Magic Shoes. Your letter natural color bottom finish, rubber heels. Varsity last. 

request will bring one pronto! Sizes D 6-12 


309-311-313 WEST SECOND STREET e MARION, IND.. U. S. 
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Spotlighted “lh 
5th Avenue 


TOP: The “TIP OFF” new 
version of the wall toe last. 
A walking shoe type adapt- 
able to defense styles. 


BELOW: Distinctly new with 
its modern bottom propor- 
tions. For full-round, closed 
toe types. 


Each of these new United 
creations is accepted & 
leading 5th Ave. retaile 


Style 
Studio 


N.Y 





Visit our displays at the Belmont 
Plaza, Rooms 1044-45-46, March 
22-23-24 or at the Style Studio 
in the Marbridge Building. 


UNITED LAST COMPANY 


“Eo. bh i ost lds : 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


FITZ BROS. CO., Auburn, Maine UNITED LAST CO., Brockton, Mass. EMPIRE LAST WORKS, Rochester, N.Y. KRENTLER BROS. CO., Milwaukee, Wis. 
T. W. GARDINER CO., Lawrence, Mass. STEWART & POTTER CO., Brooklyn, N.Y. KRENTLER BROS. CO., St. Louis, Mo. UNITED LAST CO. LTD., Montreal, P.Q. 
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GOOSEFEATHERS and duck feath- 
ers can only be used for filling de- 


fense orders. Civilian orders now 
on hand may not be filled. Granted 
—because we accept the govern- 
ment’s need for Army and Navy 
sleeping bags. 

A sugar company in New Orleans 
has been given permission to sell 
“mendable” second-hand Cuban raw 
sugar bags to dealers at 20 cents 
each and mended bags of the same 
type to consumers at 25 cents each. 

Well, it looks as though we will 
have to fill up our “croker” sacks 
with hay for civilian pillows and 
mattresses, if worse comes to worse. 


NOW WE'LL REALLY BE- 
“HITTING THE HAY” 








But it just goes to show you how 
far behind the “eight ball” we are. 
America, once the land of plenty, 
is sure scraping the floor now in 
one tremendous heave to get war- 
started. 

We haven't begun to scrape bot- 
tom on leather and maybe won't 
need to. Farmers are letting calves 
grow into cows and steers because 
of the meat content and by the laws 
of Nature, that gives us more area in 
leather . . . the best and heaviest of 


it will go into Army footwear and 
civilians will get the rest. 
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A little bit of research was con- 
ducted recently, on whether or no 
(if worse came to worse) we 
would have to “go to pigskin in a 
big way. You know, forty mill.on 
pigs have a lot of rind. The packer 
doesn’t like to skin it because he can 
sell the rind and the ham for a fat 





price. If he had to skin his hams 
for leather stock, he wouldn’t get 
his money back (with hog prices 
being “frozen” last week). Of 
course, they do skin bacon backs 
and a tanner up Rochester way did 
try to squeeze out the lard and did 
tan them in many colors and even 
made a marketable suede therefrom. 

So in this war economy, you see 
everything plays a part—from goose 
feathers to bacon rind. 


cae - * 


SHOE stores and shoe factories in 
Canada are right up against the 
problem of man and woman power. 
Canada is close to complete mobili- 
zation of man and woman power 
for war purposes. The Cabinet has 
approved a proposal to hold two 
new registrations of all employed 
persons now and two months later 








MARCH 
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i Trade 


of the balance of the population 
with special emphasis on married 
women. Replies to questions asked 
in the registration form will be the 
basis of a scheme for reducing em- 
ployment in non-essential trades and 
industries, and eventually eliminat- 
ing from industry men fitted for 
military service. 


* on aa 


ALFRED VAMOS, inventor of 
stretchable shoes and specialist in 
all shoe fabrics made with “Lastex”’ 
yarn, has had a friendly custom of 
holding a bi-annual party immedi- 
ately following the Leather Open- 
ings and National Styles Confer- 
ence. It has been one of the high 







Ba THANK You 
2} MR. VAMOS 
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social events of the season-—colorful 
and flavorful—with an audience of 
manufacturers, style personalities 
and the entire staff of the Vamos 
organization. 

As much as his guests like his 
parties, they like the spirit of his 
letter even more. Here’s the letter: 

“This is about the time of the 
year that we usually invite you to 
come to our party held during the 
Leather Show. This time, however, 
we are involved in war and we don’t 


think it would be fitting to hold a 



























party under such circumstances. 
Therefore, instead of holding a 
party, we are going to donate the 
usual amount that it costs to the Red 
Cross and will do that each Leather 
Show till the war is over. 

“We trust that after the war we 
will be able to hold bigger and bet- 


ter parties.” 
* * on 


NATHAN HACK of the Hack Shoe 
Company, Detroit, Mich., spent six 
weeks in trade travel and writes: 

“Our itinerary has been a source 
of pleasure and information. We 
have met a lot of interesting people, 
folks who enlightened us on sub- 
jects utterly foreign in our sphere 
of life. These interesting folk for 
whom we performed our daily 
‘BOY SCOUT?’ good deed were, first 
of all, members of our Uncle Sam- 
uel’s vast army of Democracy Pre- 
servers whom we carried to various 
distances, and when running short 
of Army passengers, we would pick 
up the average run of ‘Itch hikers,” 
guys with an itch to go places. 


“One of these personalities, an 
‘Oakie’ born in Ohio, reared in 
Oklahoma, and educated in Massa- 
chusetts (by his own admission), 
worked in industrial centers, farm 
and fruit belts in about all forty- 
eight states of the Union. He proved 
to be the star of our ‘Information 
Please’ quiz. He proved to be a 
‘riding encyclopedia.’ His reason 
for going here and there, seeking 
employment, was to enable his wife 
and five youngsters back on his 
Oklahoma farm to enjoy the health- 
ful rural life of fresh air and sun- 
shine, while he provided them with 
the substantial earnings of a defense 
worker. After advancing our theory 
that his real aim was, primarily, to 
see the world without joining the 
Navy, due to a streak of ‘wander- 
lust,’ he admitted that there was 
something to our supposition. 

“Our next subject wa8-on the 
psychology of obtaining free pas- 
sage from suspicious auto owners. 
While most tourists are suspicious, 





OUR CLOSE FRIEND 


—Conede’s population, according 
to 1941 figures, just made public, 
totals | 1,400,000. 


—Greater New York City’s popula- 
lation (within a 50-mile radius) is 
probably just about the same as 
Canada's. 

—Strange, isn't it, that this little 
spot on the map of U. S. A. will 
consume as many pairs of shoes 
each year as does the entire Do- 
minion of Canada? 

—But watch Canada! 

—That great Dominion of 3,700,- 
000 square miles (approximately 
the same size as U. S. A. includ- 
ing possessions) will probably 
show a greater percentage of 

population growth after World 

War Il than any other part of the 


w 


—Fabulously rich in natural re- 
sources; self-sufficient in more 


ways than one, with a virile 


people who still have an uncon- 
querable pioneer spirit, Canada 
will draw its greater population 
from freedom-loving people who 
will, in turn, do their full share to 
make their new land one of the 
miracles of a new world. 


—Watch Canada. 


FT 


President 





and careful, yet these hard-hearted 
folks are, underneath, human—sym- 
pathetic and charitable. 

“When thumbing rides, I dress 
in a shop cap, wear overalls that 
have seen some service, and a leath- 
er jacket. Thus, I am dressed for 
the part of a factory worker on my 
way to work. Once I’m in the car, 
I encounter no further difficulties.” 

“How about your shoes?’ we 
wanted to know. ‘Your shoes, too, 
play an important part in your 
attire.’ 

“Yes, clean shoes are important, 
for most folks do not like to pick 


up hitch hikers with unclean shoes 
for fear it will soil the floor of their 
car. I usually place my suitcase in 
front of me—thus hiding the state 


of my outworn shoes.’ ” 


- SHE’S No Lady 


Somewhere, in the far dim past, 
A question I recall; 
Here is my answer for you, 
It may be me downfall. 
* . . 
When’s a lady not a lady? 
Is the question I choose; 
When’s a lady not a lady? 
It’s when she’s buying shoes. 
. * . 
In a drawing room, she’s cultured, 
Respectful when at tea; 
But when she’s shopping for her shoes, 
It’s terrible—Ah me! 
- . * 
When one tries to be of service, 
Suggests a number six, 
Experienced men don’t try it; 
Precludes an awful fix. 
- . * 
One day I asked: “Are they too small?” 
She looked me in the eye. 
“What do you mean ‘too small’ you bloke! 
Got them on didn’t I?” 





Then when she comes-back in a week, 
To tell of her complaint, 
Boy! That’s when strong men shudder 
And weaker men—just faint. 
a 7 ” 


Though noted for veracity 
At other times than these 
She'll swear: “He forced them onto me, 
There he goes now, ‘the cheese.’” 
> om 7. 


You may insist and really think, 
Their honor I abuse; 
But if hard work is ever done, 
It’s when one’s fitting shoes. 
-—Glenn Troutman 


A LITTLE over a year ago New 
York City department and specialty 
stores organized the New York 
Council on Retail Trade Diversion, 
to investigate retail sales of mer- 
chandise by methods of unfair com- 
petition and involving other viola- 
tions of law. 

In 1939 there were 209,425 re- 
tailers of all types, doing business 
in the State of New York. Their 
sales grossed $5,578,159,000. Their 


place in our economic life may be 
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gauged by the fact that, in 1939, 
they employed and gave livelihood 
to nearly three-quarters of a million 
people, their payroll totaling $660,- 
093,000. In 1939, New York State 
retailers lost at least half a billion 
dollars through “industrial” or “re- 
ciprocal selling” of consumer prod- 
ucts by manufacturers to other large 
employers, through fake “wholesal- 
ers” pretended “cooperatives” and 
schemes that are out-and-out law 
breakers—cancellation shops, etc. 


—e) FHE SAME OLD THING 


R. M. JONES, Advertising Secre- 
tary of the Regal Shoe Company, 
says: 

“A woman walks miles to spend 
a dollar on clothing and _ then, 
chances are ends by spending her 
money in the first place she shopped. 
But a man, on the other hand, builds 
up definite buying habits. He likes 
to set up a regular place where he 
goes for suits, for shirts, and per- 
haps a definite one for shoes. But 
he likes to go back to the same 
store, and to the same clerk once 
he’s found the place, and the per- 
son is satisfactory. 

“The last thing a man likes to do 
is to go from store to store, asking 
the clerk to show him everything he 
has in stock. But he'll shop the 
windows for possibly a week in ad- 
vance, that are on his regular route 
going and coming from work—he 
does not consciously go out of his 
way. 

“Back of it all, it would appear 
that a man does not get real plea- 
sure out of shopping. He considers 
making new contacts in new stores 
irksome. He likes to go back where 
his name and face are known, yes 
and even where his personal desires 
are known by someone in the estab- 
lishment. 

“There is no single type of adver- 
tising or promotion that has the 
tremendous pulling power of ‘word 
of mouth’ advertising, for therein 
the good news about a product is 
spread, amounting to a personal 
endorsement.” 
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W.. J. WEIR, Copy Director of 
Lord & Thomas, says: 

“I’m fed up with singing plain- 
tive songs—I want to sing battle 
songs. Don’t tell me there'll be blue- 
birds over the white cliffs of Dover. 
To hell with bluebirds. Tell me 
there'll be vultures and a deathly 
silence over Berchtesgaden. I’m 
bored with keeping a stiff upper 
lip—I want to develop a stiff upper- 
cut. I’m tired of being made to feel 
sad. I want the experience—the 
purging, marshalling, driving ex- 
perience—of being made to feel 
mad. Fighting mad! You get me?” 


W. G. KLEIN, SR. of Park Ave- 


nue, Indianapolis, Ind., writes: 
“I have read the Recorder for 








over 45 years. Like a voice in the 
wilderness it fought every evil and 
today is doing it; and this strong 
voice now has plenty of listeners 
and deceptive minds. Keep up the 
good fight for real honesty in the 
shoe industry, in goods, in prices 
and dependability. 

“I herewith enclose my check for 
a two-year renewal. If I drop out, 
I have a son—a good shoeman— 





who will continue as a reader of the 
Recorder. 

“Wishing you more wisdom, more 
power and more success.” 











“His wife just called—they're having ‘Shoe String’ potatoes again tonight.” 


























WHILE WPB has limited the American male to 7,680,- 
000 pairs of top grade leather soles per year and women 
to 3,840,000 pairs of top grade leather soles, war-torn 
Russia by the same order has been reserved 2,400,000 
pairs of finders soles. This action was to secure adequate 
military supplies of top grade leather soles and to create 
a surplus that the Army will get 46,080,000 pairs of 
top grade leather soles out of the annual production of 
57,600,000, or 80 per cent of the available supply. 
The order defines top grade leather as fine, semi-fine, 
imperfect fine, or No. 1 scratch, and the weight of the 
soles, 81% to 11 iron outer, and 5% to 7 iron inner. 


THE order is directed to all cutters of leather sole 
from finders leather or whole manufactured leather and 
requires each cutter to set aside each day at least 80 
per cent of all inner and outer soles he handles and to 
report to the Boston Quartermaster Depot listing and 
describing all sole stocks which are obligated by con- 
tract for military shoes. 

Whole or finders leather soles cannot be cut except 
for shoe purposes under the WPB order. All cutting 
must be in accordance with military specifications, and 
the selling or delivery of reserve stocks except for mili- 


tary use is forbidden. 
> . * 


TANNERS of leather were warned March 10 by Price 
Administrator Leon Henderson against making any 
contracts to buy hides from sellers in which the “escala- 
tor clause” is used. 

Complaints have reached OPA that many tanners 
recently have made purchasers on such an “escalator 
clause” basis. Under this contract, tanners guarantee 
the hide seller any advance in the maximum prices estab- 
lished under OPA Price Schedule No. 9, should such 
take place prior to date of the actual delivery of such 
hides for future delivery with the agreement that the 
contract price shall be the price ceiling in effect on the 
date of delivery. 

“Such practices,” the Administrator declared, “are in 
direct violation of the spirit and letter of the Emergency 
Price Control Act of 1942. The buyer of the hides or 
skins using such an evasion will be considered as much 
a culprit in the eyes of OPA as the seller and equally 
liable to the maximum penalties provided by the act.” 


PRICE ADMINISTRATOR HENDERSON also an- 
nounced March 10 that shearlings and moutons are ex- 
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FOOTSORE BUT CARE-FREE 


Picture on Opposite Page 


Wearing soft boots to protect their feet that were puffed 
up from exposure, these five survivors of a huge British 
merchantman that was torpedoed and sunk in the North 
Atlantic recently, smile as they sift on a ngewe oly Ves 
hospital rooftop. Left to right: J. L. Pease, eng ; Ed- 
ward Wilby, radio officer; Kenneth P. Harris, engineer; 
Peter F. Luard, apprentice, and William T. Elliott, chief 
electrician. 
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cepted from provisions of Revised Leather Price Sched- 
ule No. 61, by Amendment No. 1 to that order. The 
amendment became effective March 9. 

A shearling is the skin of a sheep that has been shorn 
shortly before or after slaughter, or of a lamb having 
a short wool growth. A mouton is a shearling which 
has been fur dressed and is of a type generally used in 
the manufacture of women’s fur coats. Shearlings and 
moutons are used by the armed forces for boots, gloves 
and helmets as well as aviation and arctic clothing. 

OPA has removed shearlings from the Leather Price 
Schedule at the request of WPB, in order that by lifting 
of the ceiling maximum supplies may be made available. 


MAXIMUM manufacturers’ prices for waterproof rub- 
ber footwear have been established as a result of in- 
dividual agreements negotiated between the OPA and 
manufacturers. 

The agreements establish prices that are in no case 
higher than those in effect Dec. 3, 1941, when OPA re- 
quested manufacturers not to effect price increases. 

[TURN TO PAGE 37, PLEASE] 


15 























































































NEVER, say the fashion experts, has there been such a 
season for suits. Never, say the customers, have we 
seen so many suits in the stores and in the ads. Quick 
to note this trend are many of the leading shoe manu- 
facturers. The five advertisements reproduced here give 
an idea of how cleverly they have presented the idea 
of the suit shoe. 


SUITS OF MANY KINDS 

Just as there are many kinds of suit shoes this year, 
so there are many kinds of suits. Starting with the most 
tailored suit—often in gabardine—you have a suit 
directly related to women’s war work. This kind of 
suit will be the very smart efficient “uniform” for many 
women. Your best “defense” workers’ shoes and low- 
heel walking shoes belong with this suit. Then there is 
the softer tweed suit, equally right for city or country. 
Both this and the gabardine suit often are made with a 
matching top coat or cape. They come in the soft neutral 
beiges and blues and in brighter colors, such as red and 
green. The tweed suit may be a solid color, but more 
often is a plaid or check. Checks are new and interesting 
this year. They are being sold all the way from the tiny 
crisp-looking black and white Shepherd check to much 
bigger checks in color, sometimes overlaid with a plaid 
design. Covert in red, green and blue, and mannish pin- 
striped black, navy and grey fabrics are among the new 
looking town suit fabrics. The undyed grey wool suit— 
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SUITS Make Fashion Headlines 


The Biggest Year Ever for Suits. As a Logical Result, the 
Biggest Year Ever for Suit Shoes. Just as There Are Dif- 
ferent Types of Suits, So There Are Different Types of 
Suit Shees. Two or More Suit Shoes to Every Customer 
Should Be Your Goal Whether She Owns Two or More 
Suits or Only One for Double-Triple Duty. 


by ELEANOR RUTLEDGE 


Dramatizing suit shoes in their recent 
New York 1 Herald Tribune advertise- 
ment, I. Miller smartly calls them 
“Suit Escorts”. Reading from top to 
bottom, they are the Top-coat Suit, 
the Costume Suit, the Tailored Suit, 
the Dressmaker Suit. Note how the 
detailing on the top shoe corresponds 
to the yoke treatment on the actual 
coat shown. Note also the tailor’s or 
basting stitching on the two middle 
shoes and the soft frilly tongue on 
the bottom shoe. 


Andrew Geller’s ad in the Kansas 
City Star does not differentiate be- 
tween shoes for different kinds of 
suits, but classifies them all as 
“suit shoes of studied distinction”. 
You will find all the desired types 


among them. 





evidence of the new fashion trend to undyed fabrics—is 
one of the important general utility suits this Spring. 

For all these suits, tan and brown, black and navy, 
shoes are, of course, the classic choice. Often they are 
the smartest choice. But don’t forget that color can be 
a very important selling factor in women’s Spring shoe 
styles. There is a place for a red, a green, a beige and 
even a purple shoe with a neutral—light or dark—suit 
color. 


MORE DRESSED-UP SUITS 


In dressier suits, there is the dressmaker bolero— 
often in navy—and the faille suit, navy or black. Here 
the matching shoe or a vivid contrast, such as red, green 
or violet in calf, kid or reptile, is strongly in the trend. 
The black patent leather ankle strap is, of course, a natu- 
ral for these dressier suits, especially with black and 
white combinations being so strongly highlighted for 
Spring. 

There remains one more suit idea. That is the pseudo- 
suit, as it has been called. In other words, the suit dress. 
Here again, black and navy, navy and black, are leading 
colors, but there will be plenty of others as the season 
goes on. Black in shantung and navy in rayon crépe 
are being promoted in suit dresses right now. Grey is 
shown now in wool with smart touches of white. All the 
touches of white, by the bye, in gilets, jabots, collars, 
etc., are important to note in relation to shoe coordina- 


tion. 
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DOUBLE DUTY DOUBLES SHOE SALES 


As we said at the beginning, you have a chance to 
sell two pairs of shoes, whether your customer owns one 
suit or several. If she has two suits, they will be differ- 
ent types, so there is your chance to sell two pairs of 
shoes. If she has only one suit, then that one is bound 
to have to do double duty and there is your chance 
again to sell more than one type of shoe. This rule holds 
good, of course, with her whole accessory wardrobe. 
If you’re smart, you'll find out what accessories she 
may have bought and if she has a blouse matched to hat 
and gloves—probably contrasting with the suit—you 
will suggest playing down the color of her shoes and 
handbag. She doesn’t want to be a walking rainbow! 


AND DON'T FORGET 


Once more, remember that the tailored suit will be 
the war worker’s uniform for most women. That means 
you should sell her a special type of shoe for this use. 


And don’t forget that many of the more informal tweed 
suits are being made with a pair of slacks to match. For 
days when she wears the slacks she should have a pair 
of wedge or semi-wedge heel closed casual shoes. You 
see, there is a variety of shoes to consider as suit types 
from the typical walled last pump with tailored bow or 
the closed oxford on medium heel to the most dressy 
and opened-up sling pumps and sandals. 


SUIT TRIMMINGS MATCH SHOE TREATMENTS 


Braids and stitchings are two of the popular decora- 
tions on both suits and shoes this year. Without over- 
doing the coordination idea, you might very well suggest 
a shoe with a tailor’s basting stitch—a running stitch— 
trimming to wear with a suit with the same stitching. The 
same is true of a braid-trimmed suit. If not braid, then 
grosgrain trimming on the shoe would carry out the 
same idea. The softer dressmaker suits find their coun- 
terpart in the soft bows and draping on dressmaker shoes. 





“Suit Shoes by Newton Elkin” promoted in the Lord & Taylor ad in 
the New York Herald Tribune both because of this manufacturer's 
“way with a tailored shoe” and because of the fashion importance of 
suits this year. A wide range of leathers and gabardine is offered, in- 
cluding alligator and ostrich, and “an equally amazing rainbow oj 
colors.” : 


In the Dallas Morning News, Neiman-Marcus advertises “Ruddy tan 
caljskin walkers” “Ready, Willing and Able”, “ready to take it .. . 
hours of standing in volunteer work. Blocks of walking to save rub- 
ber . . . Willing escorts to your suits. Correct with every tailored 





thing you own.” 


“Hand-polished caljskin Suit Shoes unlined, unboxed, unc 


mon ly 





supple and handsome.” 
vertisement in the New 
York Times. Starting at the 
top center and _ reading 
clockwise, he describes the 
shoes as follows: Dress- 
maker Suit Shoe, Casual 
Suit Shoe, Bolero Suit Shoe, 
Classic Suit Shoe, Coal Suit 
Shoe, Glove - stitched Suit 
Shoe, Dress Suit Shoe, Tail- 
ored Suit Shoe. 
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This is how Delman heads his recent ad- 
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by R. E. ANDRUSS 


THERE'S one place where the shortage of men and ma- 
terials need cause no hardship. Perhaps it will do much 
good. It may hasten the slow transition from windows 


filled with do-daddy decorations to windows filled with 


selling ideas. Department stores have used simplified 
backgrounds for some. time, and some shoe stores have 
also been concentrating their efforts on dramatizing the 
desirability of the merchandise, but far too many still 
have monotonous, meaningless “seasonal” backgrounds 
that stay in place for months at a time—serving no 
special purpose, unless it is to add to the confusion of 
the display, in which shoes are arranged to make inspec- 
tion and selection as confusing as possible for the 
customer. 

Department stores have enough windows, usually, so 
that they can give an entire window to dramatizing one 
shoe theme—and many of them go further and use a 
whole bank of windows to put over a powerful promo- 
tion idea. The specialty stores seem, very often, to find 
it difficult to appreciate how easy it is to use several 
“group units” in the same window to feature a number 
of selling ideas in their more limited display space. 
They also seem to fail to understand that just as many, 
or even more, shoes can be shown in the new group 
unit window than in the old mixed display, and all of 
the shoes will be easier for the customer to see and 
appreciate. 

Every student of selling through display emphasizes 
that before a customer buys—or enters the store—a 
DESIRE FOR SHOES must be present. And also that 
a selling display is one that leaves some definite idea in 
the mind of the looker. The group-unit arrangement 
enables the display man to dramatize, in a simple or 


This striking Victory shoe window attracted a lot 

of attention and won much favorable comment 

for Selby Arch Preserver store, Fifth Avenue, New 

York. “American men and women are doing a 

man’s sized job in service or at home,” the show 
card proclaimed. 


more elaborate way, the features of each of several 
groups of shoes—and leave a very important thought 
in the mind of the looker concerning any of the particu- 
lar types of shoes in which she may be interested. After 
all, a customer is interested in A TYPE of shoe (or 
perhaps a certain color in a certain type) when she con- 
siders buying. She is thinking of how it fits into her 
wardrobe. And the use of group-unit displays is just as 
elementary. 


THE war-time window will have to hold down ex- 
penses—and these simple settings reduce display costs 
to'a minimum. Further, when the unit display is taken 
from the window at the end of a week, it still has con- 
siderable usefulness for in-store display. There’s only 
one way in which the group-unit window demands more 
than the old type—-SOMEONE HAS TO DO MORE 
THINKING. But thinking is fast becoming a recog- 
nized requirement of successful merchandising today. 
That’s another reason why we feel that the old time 
display, consisting of merely taking some shoes out, and 
putting other shoes into the window, will be used less 
and less by fewer and fewer stores from now on. The 
wise merchant knows he has a real selling job ahead; 
even with fewer colors, and possibly some lessening of 
materials as the months go by, we've still got to sell 
shoes. The silk-shirt and two-piano days of the last 
war are not likely to recur. 

As we visualize it, the war-time “group unit” window 
will have a background in seasonal, neutral color, with 
perhaps some simple, inexpensive decorative touch 
further emphasizing the season, or other “covering 
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This is the “group unit” window 
display background which Mr. 
Andruss describes in the accom- 
panying article. Designed to sug- 
gest Spring and help dramatize 
the new season’s shoes at a modest 
expenditure, it lends itself to effec- 
tive newspaper ad tie-up and is 
adaptable to decorative use within 
the store when its window useful- 
ness is ended. 


WORK WILL WIN THE WAR, AND WINDOWS THAT WORK—SELLING 

WINDOWS—WILL WIN CUSTOMER ATTENTION. FUNCTIONAL DIS- 

PLAYS THAT EMPHASIZE THE MERCHANDISE ARE THE ONES THAT 
WILL DRAW THE BUSINESS IN THESE BUSY DAYS. 


idea.” In the sketch we have suggested a light Spring 
green background, with a cherry or apple tree branch 
extending down across it, on and around which are 
pinned numerous cherry or apple blossoms cut from 
paper. The floor is neutral jade green, or even beige if 
you now have that color. The “mats” of paper or painted 
Upson-board are darker green, and the show cards are 
of paper (instead of cardboard) thumb tacked to the 
permanent back panels that rest on small easels. The 
paper cards are lettered as required, possibly with a 
small decoration that dramatizes the selling idea, and 
some small, inexpensive prop may be added further to 
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Effective use of simple 
elements give this win- 
dow of officers’ footwear, 
by Abercrombie & Fitch, 
New York, a strong and 
convincing military fla- 
vor. Props include De- 
fense Bond poster, used 
in the background, an 
officer’s trunk, trench 
coat and two blankets. 


dramatize the idea—possibly used in place of the card 
decoration. 

The ideas in the window sketched use, as props, a 
blue ribbon, sample swatches of blue, beige, green, brown 
and black Spring materials, and four sheets of colored 
paper to back up the show cards (or the panels may be 
painted). A few pieces of hard coal can be used to sug- 
gest the “coal black” idea. These colors are repeated 
on the cards for the words indicating color. Any num- 
ber of themes can be developed for succeeding weeks. 
One group might cover details such as open toes, open 

[TURN TO PAGE 33, PLEASE] 
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F. R. TERRELL, above, owner of Terrell Shoe Store, 

Cairo, Ill., gave a defense stamp book and one defense 

stamp to each customer purchasing a pair of shoes. The 

first day of this promotion, he gave away 120 stamp books 

and found that many customers appreciated this oppor- 
tunity to save toward a defense bond. 


HOMER PETTIGRED, right, named Champion Cowboy 

at the Rodeo Association of America in Colorado Springs, 

recently, spent his prize money on a pair of boots at 

Montgomery Ward & Company, and took his change in 

defense stamps. T. C. Haugen, manager of the store, is 
shown handing him the stamps. 





PUPILS at Wayne Primary School, left, Wayne, Pa., take 
advantage of the school’s Rubber Exchange, set up to 
permit children te exchange their outgrown rubbers, 
galoshes and raincoats for others of the proper size, 
thereby conserving rubber for war uses. 


BILL McKECHNIE, manager of the Cincinnati Reds, 

right, stretches out on a trunk in the dressing room at 

their training quarters at Tampa, Florida. From the looks 
of things, Bill is heart and “sole” in his work. 


O. D. STOVER of the W. F. Shoe Store, Carlsbad, N. M.., 

at his work bench. Through remedial fitting of a pair of 

shoes for a customer in a neighboring town, Mr. Stover 

secured 100 regular customers from that town. Local cus- 

tomers send their children in for shoes, depending on Mr. 
Stover to make the proper fit. 


ALICE MARBLE, tennis star 
and authority on “Health 
Through Walking,” was pres- 
ent at a recent Spring showing 
held by Coward Shoe Com- 
pany at the Waldorf-Astoria, 
New York. The shoe she is 
holding was designed by Miss 
Marble and is being featured 
for wear by civilian defense 
workers. 




















94 YEAR OLD BUSINESS KEEPS 
STEP WITH CHANGING TIMES 


Our of the tutorship of experience, 
Elve & Combes, . Newark, N. Y., 
learned how to make money at shoe 
retailing in a country town, meeting 
chain-store competition in an original 
and profitable way—in fact, using the 
chains. 

Not merely when the sun of pros- 
perity was following familiar c . 
but in years of general adversity as 
well, when others were complaining 
of “hard times” in the shoe business. 
In fact, it seems appropriate to quote 
Irving Berlin and say that this firm 
succeeded “not for just a day, not for 
just a year, but always.” 

The business is 94 years old, and 
John Elve has been at its helm 47 
years. With his partner, Raymond 
Combes, who has been with the firm 
34 years, he has helped to modernize 
its methods to meet changing condi- 
tions—methods closely identified with 
the vibrant personalities of its owners. 

What makes it tick so successfully ? 

That question is asked by many 
persons, since this is one of the best 
known retail shoe stores in Western 
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New York, still “out in front,” a shin- 
ing mercantile light in a small town, 
although it was founded before the 
Civil War. 

“In the first place,” said Mr. Elve, 
“we live in an advertising age, and 
so we have footwear that is national- 


ely advertised and known—footwear 


that has quality of a kind that will 
make friends for us and keep them. 
No matter if they cost more. The 
most expensive shoes of all are cheap 
shoes which do not fit and so are un- 
satisfactory to the wearer. Their 
buyers never return for more; never 
come back except. to register a kick.” 
Mr. Elve personifies friendliness. 
That is why it is easy for him to be 
friendly. It seemed the most natural 
thing in the world when he said: 


“Wr give value with a smile. We 
give a friendly reception to every 
person who enters our store, whether 
rich or poor.” 

Since chain stores are the bogeys 
of many independents, the manner in 


which Elve & Combes—who actually 


get new business from the chains— 
handle the situation created by them 
is of unusual interest. 

“As for chain-store competition,” 
said Mr. Elve, “we never let that 
worry us much. We realized long ago ° 
that the chains were here to stay and 
that there was a place for both chains 
and independents, and so we went 
ahead and adjusted our business ac- 
cordingly. 

“Knowing they would get part of 
the trade we had been getting, we 
just gradually reduced our stock and 
sales force to fit new conditions. The 
first thing was to establish friendly 
relations with chain store managers, 
a policy which has been continued, 
and as a result they do us many a 
favor. 

“If one of their customers asks for 
something in footwear which they do 
not carry, or if they cannot fit a cus- 
tomer, they will often remark: ‘Prob- 
ably you can get it at Elve & Combes.’ 
That brings us many sales.” 

Although this store is selling shoes 
every week day—and until 10 o’clock 
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Saturday nights—it seldom has a 
shoe “sale.” In fact, it did not have 
any during 1941. The reason? 

“If so-called shoe sales are held 
frequently, customers wait for them 
before buying, depriving retailers of 
reasonable profits to which they are 
entitled,” said Mr. Elve. “We believe 
in offering quality shoes and selling 
them for what they are worth, regu- 
larly.” 


THIS is a family shoe store, with an 
exceptionally large men’s business, 
due, its owners believe, to the fact that 
it is known to carry a good variety 
in extreme sizes such as are not 
usually found in a small-town store. 
There is a complete stock of medium 
grades. 

Walk-Over shoes have been sold 
here 45 years—in fact, before they 
bore that name. Freeman shoes have 
been carried since the first season 
they were made. Florsheim Shoes are 
included on the store’s list. Inter- 
national and Wolverine are its work 
shoes. 

Godman’s line of shoes for women 
has been carried 45 years. Curtis, 
Stephens & Ebory and the Gale line 
of sports shoes for girls, and Hub- 
bards and International shoes for 
children are features. Ball Band rub- 


bers are carried. 


A landmark in the community before the Civil War, the firm of Elve & 
Combes, Newark, N. Y., is one of the few retail establishments of that 
period that has successfully met the challenge of modern competition. 


HOW A WESTERN NEW YORK SHOE STORE MADE FRIENDS WITH THE 


CHAINS INSTEAD OF FIGHTING THEM AND SUCCEEDED IN ADJUSTING 


ITS RETAIL METHODS TO THE DEMANDS OF MODERN COMPETITION. 


Stock control is viewed as of vital 
import. For years fewer large future 
orders have been given and more de- 
pendence placed upon stock depart- 

- ments. 

Mr. Elve, a member of the New 
York State Shoe Retailers Associa- 
tion, attends this and other shoe con- 
ventions regularly. For years he has 
been a reader of the Boot anp SHOE 
Recorper. “You must have new ideas 
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and use them to stay in the shoe busi- 
ness and succeed.” he says. 


DURING the depression, Newark 
sustained severe financial blows. Both 
of its banks failed a few years ago and 


the town was without a bank for two . 


years. Nevertheless, says Mr. Elve: 

“We were able to continue 
through all sorts of conditions be- 
cause we always lived within our 


means and maintained enough credit 
and reserve so that we could always 
take advantage of all discounts. When 
it comes time for our Jan. 1 inven- 
tory we always had our stock in con- 
dition so that we could always close 
our inventory with all bills paid.” 

Mr. Elve, as enthusiastic about the 
shoe business now as in the begin- 
ning, will finish 47 years in this store 
on March 1. 

















The Editor’s 


Outlook 


by ARTHUR D. ANDERSON 
EDITOR * BOOT and SHOE RECORDER 


Diseard the Trivial or Else! 


WHAT are today’s odds? In the battle of war, they are 
running against us; but in the battle of business, con- 
sumer goods are still on the winning side. The actual 
figures show that in all consumer goods the rate of 
production is only off 10 per cent; while the rate of 
consumer sales is up 20 per cent. As far as retail busi- 
ness is concerned, you would hardly know we are in war. 

But the odds are changing this week and the brutal 
truth must soon be told, if we are going to win this 
war. As Donald Nelson put it: “We are not going to 
win this war in Washington. We might lose it in Wash- 
ington.” He had a deep insight into the actual behavior 
of the business mind. Everybody talks war—but do 
nothing about it. They practice “ business as usual.” 

So far, we have been mighty lucky. There has been 
practically nothing interfering with our shoemaking 
and our shoe selling. But those golden days are vanish- 
ing. 

Now, let’s get a little bjt of a perspective on the sit- 
uation as it applies to shoes. For a period of ten to 
twenty years we have been doing business on the basis 
of: “It’s smart to be crafty.” We have tried every cut 
and cunning way to move mountains of merchandise 
with the chisel, the chain store and the concession. Most 
every product had two prices, outside of branded goods 
that—at least in shoes—were the same price to all comers. 
The whole retailing world was filled with tricks of the 
trade and even the customer was told: “No money 
down—installments will give you everything in happi- 
ness.” Every store gave credit, even the mail order 
houses. We taught the workman that security wasn’t 
very important; that his greatest joy was in accumulat- 
ing debts because, believe it or not, the workman always 
buys debts even now. And so the merry deception con- 
tinued and even the honest concerns had their days of 
doubt. 

It’s a terrible indictment, but we are leading up to 
something—a softening of the fiber of business and a 
softening of mankind as well. What have we been doing 
with our young men in the last twenty years? We have 
held up examples of how to make money. We have 
almost developed a race of drugstore cowboys and 
crooners. And if you don’t believe me, just dig out of 
your own experience the physical softening that has 
come about through kids driving automobiles a block 
or two to the movies, etc., etc. Even in our sports they 


24 


haven’t been participating-sports. In everything from 
baseball to football, as games for the few and for the 
millions it has been an emphasis upon that soft portion 
of the anatomy to which the two legs are attached—we 
take our sports sitting. 

Maybe the softness is all the way through. We're not 
going to get anywhere until we harden, and toughen 
fast. Our enemies have made warriors, physically fit 
fiénds-on-foot and what they have done to machinery 
has been an amazing job—without money but with hard 
labor (with free overtime—not time and a half). Re- 
member, a half-pint Jap in an airplane or tank, fiercely 


frxined, is a better man than a six-foot American led 


by a so-called “ninety-day-wonder” officer. You can’t 
blink that fact—no matter how high your pride-pressure 
goes. 

You have walked so far down the line, now let’s give 
you the works! They’re trying to do a “Superman” job 
in the War Production Board. Naturally, it’s in the 
heavy industries field that that job has to be done. But 
soft-consumer-goods interfere with the important job 
and here’s how: On such a little, triyial item as findings 
and eyelets there has been a score of letters from manu- 
facturers and retailers and rumor has it even the inter- 
cession of Congressmen—all for what purpose? So 
that some might have the prohibited findings and eyelets 
of brass and copper after the deadline set—April 30. 
Sure, it’s terribly trivial. It’s just part and parcel of the 
business system of getting a little edge, a little advantage. 

What’s the matter with American ingenuity—all the 
way down to the fitting stool? Shoes can be made with- 
out eyelets, providing the stays are reinforced. Or the 
new victory eyelet, made of a grade of steel not needed 
for war work, can do the job just as well. So much for 
that. 

It’s little things like this, that put industry in the 
“doghouse,” i.e.: the executive WPB order reads: “/t 
is not permissible to use only a part of the leather for 
defense orders and then devote the remainder to non- 
defense orders. Any such use of any leather obta‘ned 
through a preference rating certificate will be a violation 
of priorities regulations.” 

What’s cooking? More trouble! 

Shoes are a minor offender, in a way, because this is a 
craft that can fashion almost any material into footwear 

[TURN TO PAGE 47, PLEASE] 
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to the coat of the Fall-timed color to 
Brown Poodle. This promote with grey, 
new accessory color is brown, green, wine, 
as eye-pleasing and and lighter-toned 


distinctive as society's ready to wear 
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New Castle Division Al lied Kid Company 


100 Gold Street, New York City 
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1200 With 30 Years of Service 


SPIRIT OF LONG FELLOWSHIP HOLDS FORTH AT E-J DINNER 


TWELVE HUNDRED men and women who have been 
Endicott-Johnson workers for 30 years or more were 
lauded at the annual dinner as “anchors of E. J.” by 
George W. Johnson, president, who described the 
veterans as a tremendous asset to the business and called 
upon them to continue their support and cooperation 
for the future success of their industrial democracy. 
Tribute was paid to George F. Johnson, founder, 
whose record shows 61 years of service to Endicott- 
Johnson. The hall was darkened, a light thrown on his 
portrait and his voice (coming from a reproduction 
record), gave the Thirty-Year Club that thrill of contact 
with a great personality who, at the moment, was con- 
fined to his home in Endicott and unable to be present. 
The founder, George F. Johnson, at the age of 86, said: 


“I know, in the main, what the Endicott-Johnson workers 
have accomplished in the past year. I know what you 
are doing now. I want you to understand I am with you, 


as always, in all your plans. 

“You have seen good times and hard times—sunny 
days and rainy days. You have learned to understand 
what kind of an organization you are working for. It is 
your industry, because you have helped to build it. 

“You are doing well at the present time, and the 
future promises still better results. This is a good time 
for you to save a little of what*you earn. I have often 
told you that “The best dollar in the world, the largest - 
dollar, and the one worth most, is the dollar saved.’ 
Right now, the best way to save, is to buy Defense - 

[TURN TO PAGE 34, PLEASE] 
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Favorite of the Men 
Who Anon sf L LILA 
PERFORMANCE VALUE 


8501—Gun Metal Bal, 
Perforated Tip, Oak 
Sole, Grain Inner, Rub- 
ber Heel. AA, E, 6-12. 











American Merchants were quick to sense 
the importance of Johnsonian Performance 
Value in making more satisfactory, more prof- 
itable sales at the fitting stool. Johnsonian’s 
smarter looks, finer materials and workman- 
ship enable them to give their customers 
that important “plus” that makes more sales 
and profit. American men demonstrate to 
their own satisfaction Johnsonian’s superior 
Performance Value by months of better look- 
ing, longer wear. Yes, dealers and customers 
alike are sold on Johnsonian. That’s why 
Johnsonian sales are booming. Investigate 
Johnsonian Performance Value today. . . 
Johnsonians are Gan itized 
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OTHER PEOPLE’S 


People Look to the Center of 
Your Department First 


If you have a shoe store or depart- 
ment with large square posts running 
down the center: 

DON’T leave them as is with the 
excuse that, “It’s too bad that we have 
these ugly posts in our department, it 
would be much more attractive if they 
had built the building different.” 

DO make the most of these eyesores 
that can’t be removed anyway and see 
if you can’t convert them into eye- 
catchers instead. Place a mirror on 
each surface from the waist up. 


We ho joyed the 
lisiuwre of are 
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IDEAS 


by JOHN F. W. ANDERSON 


Fasten staggering shelves, each six 
inches deep, below the mirrors and 
down to the floor. Shoes on these 
displays can’t be missed by the cus- 
tomer walking into your department 
or at the fitting stool. The mirror 
will also be appreciated by the cus- 
tomer as she adjusts her hat before 
leaving the department. 

_ * + 


Delaying Traffic 


If your shoe department is adjacent 
to the escalator so that people have 
te pass through your department 
when going from floor to floor: 

DON’T say to yourself that it’s just 
too bad and a disturbance that can’t 
be corrected. 

DO put obstacles in their way such 
as fitting chairs, attractive displays of 





ay we have the privilege 
of meeting the other male 
members of your fomily ? 


re of serving you. 


MEN'S SHOE SECTION 
MAIN FLOOR 


“T. EATON C®.. 





wil 





This card is placed in all parcels in the Men’s Shoe Department at T. Eaton 
Company, Winnipeg, Canada, to interest other members of the family in the 


store’s departments and merchandise. And it works! 
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shoes and signs advertising the high- 
lights of your department so that 
shoppers won’t just be able to hurry 
through but will have to hesitate and 
look at the merchandise. Remember 
—he who hesitates is lost—that is if 
your salesmen are on their feet. And 
after a while you'll be glad that your 
department is a thoroughfare. 
Secs 


You Can Sell Low Heeled 
Shoes NOW 


I think that most retailers have 
pretty well proven to themselves that 
trying to sell low heeled street shoes 
to most women under forty is about 
as hard as selling electric refrig- 
erators to Eskimos. You can talk un- 
til you are blue in the face that lower 
heels are more comfortable, anatomi- 
cally correct and better for the feet 
and they will agree with you and say 
that they want a pair of high heeled 
shoes because they are more at- 
tractive on the feet. (P.S. And I 
agree with them.) 

But this defense picture brings up 
another factor. Women are now more 
interested in low heeled shoes for 
walking, working, defensing, Red 
Crossing, etc., and are beginning to 
buy more low heeled ‘:shoes—but only 
hecause other women are beginning to 
buy them. 

Now, to get down to the point. Sev- 
eral retailers have told us that nowa- 
days when a woman comes in and 
buys a pair of high heeled street shoes, 
they suggest a pair of low heeled 
walking shoes as a second pair—and 
with considerable good luck. 
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Your Customers Will Also Help 
Sell Prospects 


A shoe store in Brooklyn, New . 


York, recently sent letters to its 
mailing list, which after the usual 
introductory paragraph to get people 
interested, opened: 

“We are asking our friends who 
are satisfied with our shoes to help 
us find new friends—by giving us the 
names of a few of their relatives, 
friends and business associates. As 
a token of our appreciation for help- 
ing us (to help others), we will send 
you a first aid kit. Just write the 
names of a few friends on the re- 
verse side of this letter and we will 
get in touch with them. You may be 
assured that they will not be annoyed 
by over-zealous solicitation.” 

Asking for names of prospects is 
not new, of course. But offering a 
gift gives the idea a novel twist. 

aa * * 


“SPRING MEANS BUTTERSCOTCH 
and the credit for this new color’s 
popularity goes to you—you who love 
its luscious accent with your Spring 
ensembles and who appreciate it most 
in BABY CROCODILE” — 

(Dewees, Philadelphia) 


9 -® 


When Is a Lost Customer 
“Lost”? 


We’re sorry but we don’t know the 
answer to that one. But progressive 
retailers feel that just because a cus- 
tomer hasn’t been in for eight months 
or a year, he isn’t necessarily lost. 
Maybe he hasn’t needed any shoes or 
maybe he has forgotten about you and 
your store. 

So why not make up some “Lost 
Customer Greeting Cards.” Begin 
sending them out about six months 
after a customer has been in. One 
every other week for two or three 
months should bring some results 
especially if'you tell °em about your 
new merchandise, styles, values for 
the money, etc. And keep a record 
of the results. It will be useful if 
you use the idea a second time. 

* * * 
“Here’s Sure Footing for Spring” 
(Desmond's, Los Angeles) 


* + 


Can Shoppers See Your Shoes 


Take a walk through some pro- 
gressive shoe and department stores 
and notice the number of displays 
that are planned for eye level. Mer- 
chandise is being lifted above counter 
level to get it directly in line with 
eye level. This tendency holds true 
as well for window displays as for 
interiors. Window floorings are com- 
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ing up (and in many cases window 
ceilings are also coming down.) Shoes 
are items with many minute details 
that the customer may want to see 
close up before he decides to buy. A 
high flooring or tall fixtures and good 
lighting in the window will help the 
display sell the merchandise to the 
customer. 

a 
“Wonderful is the word for the new 
Spring shoes . . . and everything 
goes, from high color to shameless 
showmanship .. .” 

(Garland’s, St. Louis) 


* * #*# 


Don’t Spring the Price Rise All 
at Once 


As one shoe retailer recently said, 
“Right now it is important for every 
merchant to consider seriously the use 
of odd prices, in order to present 
quality shoes fairly and attractively 
to his customers. By doing so this 
season, you can avoid an unwarranted 
price jump to a new ‘even’ figure. 
The buying public always finds odd 
prices are as attractive as even prices, 
if not more so; this is particularly 
true during a time like the present, 
when the cost of production is increas- 
ing and the merchant must use every 
precaution to prevent retail increases 
from becoming burdensome. There- 
fore, many stores that in the past 
have adhered to an even-price policy 
will ngqw step up slightly to an odd 
figure, not an even fifty-cent figure, 
so that increases will be as little of a 
hindrance to selling as possible. 
There is another important advantage 
to odd prices; they help make it un- 
necessary for you to substitute an in- 


ferior line in order to maintain a for- 
mer price.” 
— + > 


Could It Happen to You? 


She had been a regular customer 
of the store for some time. She bought 
all of her shoes there and sent in 
quite a few of her friends. 

She now buys her shoes at another 
store, so does her husband, so do her 
children. 

REASON: The stere took her 
patronage too much for granted. The 
easier she was to sell the sloppier the 
service became. And since the sales- 
people appeared indifferent to her, 
she became indifferent to the store. 

MORAL: Take nothing for granted. 
Long-time customers are entitled to 
the best that the store has in goods 
and service. Indifferent service never 
fails to alienate customers. 

* * * 


“‘Sally’ Feminine as your powder 
puff . . . this eye catching new pump 
that makes your legs look positively 
Dietrick” 

(Gimbels, Milwaukee) 


= * * 

V for Victory in Shoes, Too! 

The V for Victory idea can be used 
in the shoe window in a number of 
ways for display purposes. As for 
example, here’s what the Regal Shoe 
Store, Fordham Road, New York, has 
done with the idea: 

Display stands consisting of two 
bars of wood, each about two feet 
long, are set V fashion on a square 
block base. A cross bar is built across 
the center of the V and used to dis- 
play a pair of shoes. Not bad, we say! 





old cleaner becomes a grit. 


cloth. 


cleaner dry whiter. 


ruins leather. 


cleaning. 





On Cleaning White Shoes 


It seems hardly necessary to wait until late Springtime to give your 
customers any advice on the cleaning and proper care of white shoes 
because a thousand and one women wear white shoes year ‘round as their 
standard indoor shoe. And for this reason white shoes deserve just as 
careful a fitting as any other model. Advise your customers that: 

1. Water and foot perspiration are ruinous to white kid. 

2. Dry. chalky shoe cleaner that has been allowed to remain on the 
shoe foot some time affects the wear of white kid because in time the 


3. Do not use Water to clean white shoes. Wipe off the dirt and old 
cleaner with a damp (not wet) rough cloth before applying the new. 
Shake liquid cleaner thoroughly before applying and apply with clean 


4. White shoes should never be cleaned and then worn. Best system: 
clean in evening and let dry slowly over night. 


5. Never place white shoes near radiator or other heat to dry—heat 


6. Suggest TWO PAIRS of white shoes to the customer to wear on alter- 
nate days. This will allow a full day for uppers and linings to dry after 


Sunlight will make white 























A RECORDER 
SHOE FAMILY 
IN A 
BOOM TOWN 


SAN DIEGO, CALIF., is an example of a war-time 
boomtown. Formerly a resort town, it began, about a 
year ago, to experience an influx of industrial workers, 
with thousands of new residents settling there. Mer- 
chants in the town shared in the boom. Among them 
is Harmer’s Shoe Store. 

Dan P. Harmer started work in a shoe store 4] years 
ago. He did all the odd jobs around the store, but be- 
cause he was at that time only 13 years old, he was not 
permitted to sell shoes.for a few years. In 1913 Mr. 
Harmer and his family moved to Oklahoma City where 
he became manager of the shoe department of the 
Sydney L. Brock Dry Goods Company. 
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The Harmer shoe family. Left to right: Danny, aged 
fodr, Dan P. Harmer and Bill Harmer. Ali three at 
the time photo was taken wore size 12 shoes—Danny 
and his father, size 12B and Dan P. Harmer, 12 A. 


The family moved to California in 1919 and settled 
in San Diego. Mr. Harmer worked in the Holswazzer 
Department Store and later at Cleators Shoe Store. In 
1925 Mr. Harmer and his brother-in-law, Bob Dent, 
started a small shoe store in North Park, a section that 
at that time was out of the city proper. It is now one of 
the finest business and residential districts of San Diego. 

Mr. Harmer’s son, Bill, finished school in June, 1934. 
At that time, Mr. Harmer sold out to Bob Dent and 
started the present Harmer’s Shoe Store at Fifth and 

[TURN TO PAGE 44, PLEASE] 


Harmer's Shoe Store in San Diego, California, 
Was Established When That City Was Little 
More Than a Sleepy Resort Town. Today, 


Both the City and the Store Have Grown Up. 
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PLATFORM 


LIGHTWEIGHT 
WHEELED EXTENSION EDGE 


bt 


LIGHTWEIGHT 
CLOSE TRIMMED EDGE 


UAC SOLE STITCHING 
MACHINE — MODEL C 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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For Rent 


IN CHICAGO 


To Manufacturers: 


Sample rooms in The Republic Building, State at 
Adams, one-half block south of the Palmer House. 





To Jobbers and Wholesalers: 


Large spaces in the wholesale district and in the 
“Loop” District. 





To Retailers: 


Well-located store locations in several outlying 
shopping districts and a number of splendid “loop” 
locations. 





For complete information please consult 


LOUIS HALLER 
GORDON STRONG AND COMPANY 


209 S. State Street Harrison 8191 























Wartime Spring Windows at Work 


[CONTINUED FROM PAGE 19] 


backs, open sides, and closed shoes. An- 
other would play up bows, saddle stitch, 
and other decorative notes. 

There should also be a saving in 
lighting cost, because low-wattage fluor- 
escent lights can be used in a top-front 
row for genefal illumination, with spot 
lights directed on the group units—giv- 
ing better than usual light where it 
counts—at the point of display. Makes 
it easier to use lights to bring out the 
true value of different colors. In fact, 
the most modern windows are “stage 
lighted” with a series of spots, changed 
to meet the color requirements of the 
merchandise. 

Another very practical point for con- 
sideration is the ease with which news- 
paper ad tie-up is secured. An engrav- 
ing may be made from any lettered 
card. If there is additional decoration, 
a photograph of the card, or the set-up 
unit may be made and reproduced for 
use in the ad. If offset reproduction is 
used, as for direct-mail pieces, the 
process is even simpler, because the card 
or photograph is reproduced without 
making an engraving. This is an im- 
portant point if your store uses stuffers 
with monthly bills—display highlights 
for two or three weeks ahead can be 
anticipated, and set up and photo- 
graphed in advance. ° 

When you have window display, in 
store display, newspaper ads and direct 
mail all playing up the same important 
promotion points of a well-organized 
program, you come close to the ideal 
set-up, and that without undue expense. 
You have a completeness of tie-up that 
is not possible at so low a cost in any 
other promotion arrangement. 

Still another angle to consider is that 
various group units can be changed 
without disturbing other units in the 
same window. This is especially helpful 
in smaller cities where the “window 
audience” is practically the same from 
day to day. This “renewedness” is valu- 
able when you have to keep the same 
window audience continually interested. 

While each shoe style in your stock 
offers several promotional possibilities, 
let’s glance through some of the first 
Spring ads from here and there that 
offer good ideas for group unit dis- 
plays. In one New York paper we find: 
“Side buckle moccasin to wear with 
your slacks, suits, country clothes,” 
(Franklin Simon), which suggests a 
unit of that type of shoe. These shoes 
are hand whip-stitched military antique 
calf. Suggesting a unit of whip-stitched 
and saddle-stitched shoes, and another 
emphasizing antique calf, also shoes in 
the military mood. What could be more 
Springlike? 

“Mint Green bags and shoes in beauti- 
ful calf,” (B. Altman & Co.), suggest- 
ing either a sprig of real mint or a 
sprig made of cut-out paper leaves in 
mint color for a card decoration for a 
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display unit. And with it repeat the 
swatches of Spring fabrics with which 
the Mint Green is particularly smart. 

“This Spring colored reptiles salute 
the suit,” (Macy). That’s easy. And 
across the page an apparel ad emphasiz- 
ing “new lengths for dining, dancing, 
dating.” Refers to the new “less formal, 
more normal” length of skirts in dresses 
for “dancing with your uniformed man.” 
You have shoes that fit that picture per- 
fectly. Next, “For women in Service,” 
(Selby), which is another easy one. And 
don’t forget-—PAY PLENTY OF AT- 
TENTION to the SLACK SHOES, 
which now include not only the former 
lounging types, but regular street shoes. 
Stores are opening special slack shops. 
Bloomingdale’s lists styles for walking 
the dog, shopping, truck gardening, de- 
fense work, bowling, attending the dog 
show, and station wagon slacks—in one 
ad suggesting their many uses. Strong 
emphasis on suit shoes also, for suits, 
tailored and semi-tailored, are tops. 

Speaking of green, again, “McCreery 
discovers Malachite «Green — newest 
metallurgic discovery in fashion, the 
soft flattering blue-green of malachite,” 
and Lord and Taylor features “Green 
Arrow,” and Macy’s calls theirs “Lucky 
Green—vivid green, a bit like the bright 
baize on a billiard table”. 

All of which serves to prove how 
many promotional highlights you will 
find right in your own Spring shoes, 
waiting for their chance to make your 
windows the talk of the town. With the 
group unit plan for displays, the high 
cost is eliminated, making it possible 
for even the smallest store to have war- 
time windows that work. 


W. Reed Embry 


LOUISVILLE, Ky.—W. Reed Embry, 
64, president of the Rodes-Rapier 
Company men’s apparel store, died re- 
cently in Naples, Florida, where he was 
vacationing. 

Mr. Embry was born in Mercer 
County, Kentucky. He was a former 
editor of the old Danville News and 
Advocate. He was well known for his 
successful efforts to bring about repeal 
of the three per cent sales tax in 1933, 
in which endeavor he worked with vari- 
ous organizations including the Ken- 
tucky Retail Merchants’ Association. 

Mr. Embry was a director of the 
Starks Realty Company, owner of the 
building in which the Rodes-Rapier 
Company is located. He was a trustee 
of the University of Kentucky, a mem- 
ber of the Pendennis Club and of Beta 
Theta Pi fraternity. 

He is survived by his widow, Mrs. 
Susan Crutcher Embry; one daughter, 
Mrs. Hanford Smith; a brother, Jesse 
W. Embry; and three grandchildren. 














“SELLING HEALTH SPOT 
SHOES IS A PLEASURE” 


says 


Mr. L. R. Conley 
MANAGER 


HEALTH SPOT SHOE SHOP 
212 E. 11TH STREET 
KANSAS CITY, MO. 


In one sentence, Mr. Conley ex- 
presses his profound satisfaction 
as a Health Spot Shoe Shop 
operator. He is not.only happy 
in his work—he is successful. 


The Health Spot Shoe Shop plan 
of profit-sharing assures the 
operator a comfortable income, 
which is derived from a. regular 
salary and a liberal share of the 
store’s profits. 4 


In addition to this unique in- 
come plan, there is a great deal 
of satisfaction in fitting Health 
Spot Shoes and helping custom- 
ers find foot comfort. 


There are opportunities open for 
men with ability to operate ex- 
clusive Health Spot Shoe Shops. 
Here’s a real chance to capital- 
ize on your ability. Here’s the 
opportunity you’ve been waiting 
for. 

As you build up the store’s vol- 
ume, profits go up—and so does 
your income. 


Send for an application blank 
today! 


HEALTH SPOT SHOE SHOPS, INC 
INDUSTRIAL AVENUE 
DANVILLE, ILLINOIS 


























1200 with 30 Years 
Of Service 


[CONTINUED FROM PAGE 26] 


Bonds. In this way, you will help your 
Government and help yourselves. The 
winning of the war is the all-important 
thing.” 


Presenting to the entire membership 
of the Thirty-Year Club a check repre- _ 
senting paid-up dues for all, Charles F. 
Johnson, Jr., vice-president and general 
manager, declared that the record of 
these workers, representing 25 per cent 
of the entire payroll in 1912, in con- 
tinuing in the employ of the company 
up to the present time, “probably could 
not be equalled or even nearly ap- 
proached by any concern of its size in 
the country.” 


Changes in 30 Years 


Bruce L. Babcock, treasurer of the 
Endicott-Johnson Corporation, who was 
toastmaster at the dinner, said: 

“Great changes have taken place in 
the past 30 years. More than in any 
other 30 years of the world’s history. 
We have gone through one world war, 
the greatest of business booms and the 
greatest of depressions and we are now 
in another world war. In spite of these 
vicissitudes more than 1400 people now 
living have served the company for 
more than 30 years. 

“What is the explanation of this? 
Well, first of all the company has re- 
mained strong and grown stronger so 
that the work could be provided. And 
1400 people have been blessed with the 
health that permitted them to carry on 
this long. But, there are more reasons 
than these. Some of them are free medi- 
cal service for the workers and the de- 
pendent members of their families, 
nearly 3000 homes provided at low cost, 
parks and playgrounds and swimming 
pools for the kiddies, filling the more 
important positions from within the 
organization and unemployment insur- 
ance and old-age benefits before the 
state and federal governments even 
thought of these things. 


Had Modest Beginning 


“Here assembled are about 1200 
people of the 1400 I have mentioned 
who have worked for the company more 
than 30 years. A sizable number have 
over 40 years of service and a few have 
been with E. J. over 50 years. The sum 
total of years of labor here is 50,000.” 

Endicott-Johnson organization started 
from a modest beginning approximately 
65 years ago, in the site of the old Hotel 
Bennett. At that time only boots were 
made; about 100 people employed; the 
hours were 60 per week, and the aver- 
age wage not over $6.00. At the present 
time, the payroll covers 19,338 people, 
with an average wage of $31.55 per 
week, which is 79c per hour. This is 
the highest average per hour rate in 
the company’s history. 
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THIS WEEK IN T 


e NATIONAL NEWS e 


Chicago Looks to Good Easter Selling 





Sales Increases Expected to Be 30 to 35 Per Cent Ahead of 
Last Year. Walking Types Share Honors 
with Dressy Styles 


Cuicaco, Int.—With Chicago shoe 
stores and shoe departments rounding 
into the final weeks of pre-Easter sell- 
ing, merchants and buyers predict one 
of the best shoe seasons ‘in a number 
of years, with increases estimated as 
from 15 to 30 per cent ahead of a year 
ago. Although a portion of the in- 
creased buying is attributed to panic 
and scare buying which was concen- 
trated during January and February, 
business has returned in recent weeks 
to more nearly a normal level, with 
people buying for immediate and sea- 
sonal needs. There has been a marked 
trend on the part of the consumer to 
trade up and to buy better quality 
shoes with the thought that they will 
wear longer and stand up better. 

Greatest sales increases have taken 
place in the service and walking type 
shoes, although dressy footweear is in 
just as heavy demand in pre-Easter 
selling and promotion. With walking 
and low heel types way out in front in 
the service end, pumps are leading by 
a wide margin in the dressy divisions, 
sandals are gaining rapidly, and there 
is some demand for step-ins. Black 
remains the first color, brown, the 
second, and blue is coming up much 
more rapidly than was at first expected. 
Among the colors, red is having its best 
acceptance in years, selling in every- 
thing from low-heel walking types in 
even the most conservative shops, to 
the very dressy models. Green is also 
active and beige is expected to gain. 
Calf is selling throughout the entire 
price range, as are gabardine and 


March 21, 1942 


patent, although the latter two are bet- 
ter in the lower and medium price 
ranges than in the higher ranges. Nail- 
heads remain the outstanding novelties, 
selling in everything from $3.95 on up 
to the top lines. s 

Despite Easter and Spring fashion 
promotions, service shoes are also con- 
sistently being given special attention 
for wear for wartime duties, defense 
duties, etc. There have been a number 
of recent promotions and advertise- 
ments devoted entirely to low heels. 
Carson Pirie Scott & Co. features 
them as “Low Heels—1942 Uniform.” 
Shoes for wear with suits have also re- 
ceived considerable attention. Chas. A. 

[TURN TO PAGE 48, PLEASE] 





Warns on Misuse 
Of Defense Stamps 


New York — Defense stamps and bonds 
may not be used in any way as pert of 
a merchandise sale, according to an an- 
nouncement of policy made this week by 
Nevil Ford, State Administrator of the 
N. Y. Defense Savings Staff of the Trea- 
sury Department. This regulation is to 
preclude any wse of Defense Stamps as 
trading stamps, premiums or gifts con- 
tingent upon merchandise purchases, as 
many stores, inspired by patriotic mo- 
tives, have been doing since Pearl 
Harbor. 





SATURDAYe 
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F. A. Hayes Named to WPB 


Boston, Mass.—F. Albert Hayes, 
purchasing agent and Engineer of the 
American Hide and Leather Company 
of Boston, has recently been assigned 


F. ALBERT HAYES 


to the Leather Industry Section of the 
War .Production Board under Donald 
Nelson. 

Mr. Hayes was president of the New 
England Purchasing Agents Associa- 
tion in 1939 and is now president of the 
National Association of Purchasing 
Agents. He is a nationally recognized 
authority on problems of procurement 
for industry and travels extensively in 
speaking to the associations and other 
business groups in the United States 
and Canada. 

Trained at Harvard as a chemical 
engineer, he has long been identified 
with the leather and textile industry. 
His early experience was with the A. 
C. Lawrence Leather Company of Pea- 
body, Mass., and Winslow Bros. & 
Smith Company, of Norwood, Mass. 

[TURN TO PAGE 40, PLEASE] 























WORLD FAMOUS 


ENGLISH SHOES 


Manfiad 


NOW CARRIED IN STOCK IN U. S. A. 










HERE IS ONE OF MANY STYLES 
Full Wing Ti 
Sronecs, walk Sona dg 
double soles. On A—8-12 
the famous 119 B—?-12 


Last— British Tan 
Calf. No. 9298. 


C—6-12 
D—+6-12 


Write for Catalog 
DISTRIBUTING DEPOT FOR U. S. A. 


MANFIELD & SONS 


325 ARCH ST. PHILADELPHIA, PENNA. 











Nelson Opens Marbridge Building Offices 





AL 


LNA3WLYVYdad ZOIAYTS SINWHOUAW 








For Yor EASTER TRIMS 


fetching green and blue colors in cards and 
matching price tickets. 


Wf you are not re- 
celving our som- 
ple mailings, just 
write us. 








Size 
of Display Card 
8” x 14” 


* 
Matching Price 
Tickets 
15” x 21/4” 
6 Doz.—$!.25 
12 Doz.—$2.25 


é 
150 Different 
Prices in Stock 
Any selection of 
desired 
Check with Order 
Please ; 
If C.0.D. Pre- 


ferred, Add 12c 
If Special Delivery, 
Add 15Sc 


DISPLAY CARDS: 60c Each; 3 for $1.50 
List of texts to select from will be sent on request 
Blank cards with design illustrated 50¢ each 


Detailed Information on Monthly Service at Your Request 
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ing and distribution of manufacturers’, 
retailers’ and designers’ lines, and key- 
ed to the requirements of present-day 
trends. Current factual information 
and merchandising ideas covering 
ready-to-wear and accessory fields, 
leather and fabrics, will be available. 

Associated with Mr. Nelson will be 
Miss Kathleen Dougherty, who for six 
years was connected with the New 
Yorker magazine, in charge of its re- 
tail, merchandising department, and 
since a supervisor of styling and mer- 
chandising. 

The development of sales ideas for 
the shoe industry, sponsored by the 
Kidskin Tanners group, will constitute 
a major part of the activities of this 
new organization. The offices of the 
company are of special interest to any- 
one concerned with design and color. 
They were planned by Howard Ketcham. 
famous designer and color expert. 


Adds More Space 


Kansas City, Mo.—Showalter’s Foot 
Health Shoe Store, on the second fioor 
of the Altman building, Eleventh and 


Clare Nelson, left, shows some of his friends in the Marbridge Buildi 
ee nD a aoe Walnut Streets, Kansas City, has added 


which he has taken for C. E. Nelson, inc. 


more space to its quarters. The firm, 


New York — Clare E. Nelson, for known as C. E. Nelson, Inc., with of- headed.by J. W. Showalter, now has 
twenty years or more a merchandising fices in the Marbridge Building, New three times as much space as it had 


‘expert, announces the formation re- York. The company will offer a mer- when it was established twenty years 


cently of a new organization to be chandise service to assist in the build- ago. 
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PROGRAM 


Style Conference, National Shoe Retailers 
Association 
Waldorf-Astoria Hotel, New York, March 23-24 


OPENING 


Starlight Roof, 10:30 A.M., Monday, March 23 
L. E. Langston, Executive Vice-President N.S.R.A., pre- 
siding 


CO-ORDINATED PLANNING IN THE SHOE 
INDUSTRY 


Harold F. Volk, President National Shoe Retailers Asso- 
ciation 
THE SHOE AND LEATHER INDUSTRIES IN A WAR 
ECONOMY 
Merrill A. Watson, Executive Vice-President Tanners 
Council of America 
THE WAR AND THE RETAIL STORE 


Mrs. Hortense Odlum, Chairman of the Board, Bonwit 
Teller, and Co-Chairman of the Retailers Advisory 
Stef to the U. S. Treasury 


FASHION ON A WAR FOOTING 


A Presentation 
Miss Eleanor Scully, Shoe Fashion Editor, Vogue Mage- | 
zine 





MEETING OF MEN'S SHOE STYLE COMMITTEE 


Monday, March 23, 2:30 P.M., Jade Room, Third Floor 
Cheirman: George B. Hess, N. Hess’ Sons, Baltimore, 
Md. 


MEETING OF CHILDREN'S SHOE STYLE COMMITTEE 
Tuesday, March 24, 10:00 A.M., Jade Room, Third Floor | 


— George N. Geuting, Geuting's, Philadelphia, | . 


MEETING OF WOMEN'S SHOE STYLE COMMITTEE 


Tuesday, March 24, 2:00 P.M., Jade Room, Third Floor 
Chairman: Albert Wachenheim, Jr., imperial Shoe Store, 
New Orleans, La. 


Co-Chairman: Edward C. Orr, Potter Shoe Co., Cincin- 
nati, Ohio 








Washington News Reel 


[CONTINUED FROM PAGE 15] 


Prices on a substantial number of items are lower than | 
the Dec. 3 level. These price decreases reflect the reduc- 
tion in crude rubber content ordered by the WPB to 
consetve the rubber supply. The agreements also provide 
that all discount schedules that were in effect on Dec. 3 
are to be retained. OPA officials pointed out that the 
agreements establish maximum prices only. 

These are the first agreements of this kind negotiated 
by OPA under the power granted Price Administrator | 
Leon Henderson in Section 5 of the Emergency Price | 
Control Act of 1942. This section permits the Adminis- | 
trator to negotiate agreements for the stabilization of | 
prices directly with manufacturers. This method is | 
reported to have been especially useful in the case of | 
waterproof rubber footwear, as mnufacturers had never | 
before produced items exactly comparable to the new 
“Victory Line” of boots, arctics, and rubbers. 
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Opens Exclusive 
Women’s Shop 


WATERTOWN, N. Y.—Sidney B. Mil- 
ler officially opened his new shoe store 
at 130 Arsenal St., this city, recently. 
The new store formerly occupied by 
the Town and Country Shop has been 
completely remodelled and redecorated. 
Mr. Miller plans to carry women’s 
shoes exclusively and is opening with a 
large stock and wide assortment for 
the Easter trade. 

Mr. Miller has been engaged in the 
shoe business for the past ten years in 
Watertown and Syracuse, N. Y. For 
the past four years he has been asso- 
ciated with the Allen Shoe store on 
Public Square in Watertown. 


No Price Resistance 
In Quality Lines 

PiTTsBURGH, Pa.—Shoe retailers here 
report an increase in sales of approxi- 
mately 20 per cent over the correspond- 
ing period of 1941. This is due, they 
believe, to higher wages and the 
steadily increasing employment in vital 
defense works. There is a swing to- 
ward the buying of quality shoes. The 
difference of a dollar or two in a pair 
of shoes does not change customers’ 
minds. Yet there is no indication of 
people “stocking up” for fear of a 
leather shortage. 

So far Spring styles have had no 
outstanding leaders here. All styles 
and colors seem to be selling equally 
well with a few exceptions. Colors are 
going over well this season, with red 
and blue leading by a slim margin. 

In women’s shoes open toes and sling 
backs are selling well as are nail heads. 
Bows ‘and other toe ties are popular. 
Women’s shoes are becoming slightly 
more feminine except in the serviceable 
types. 

Calf, gabardine and patent leather 
are the outstanding sellers in blue, red 
and black. 

In men’s shoes, tans are outselling 
the field.. The upper leather is lighter 
and the soles are heavy and strong for 
walking. Straight, wing and medallion 
tips are popular. The monk strap ox- 
ford and plain toes are also selling 
well. More moderate designs are sell- 
ing exceptionally well this season. 
Whether this is due to the fact that a 
large part of the regular younger cus- 
tomers are in the army, thus making 
the majority of men shoe buyers of the 
middle and older age group, the re- 





tailers aren’t sure. Then, too, men are 
thinking more of outdoor sports and 
walking, thus taking more to the regu- 
lar or modest type of shoe. 





Pre-Easter Show Exceeds 
Expectations 

Des MOoINEs, Ilowa—The pre-Easter 
Shoe Showing held at the Hotel Cham- 
berlain, recently, surprised its sponsors 
by developing into a full-sized shoe 
show. The show, which was planned 
by the Iowa Shoe Travelers as a show- 
ing to protect merchants who were 
caught short on Easter stock or those 
who needed to “sweeten” up their 
stock, found itself with 25 lines show- 
ing and more than 250 enthusiastic 
buyers. 

The Iowa Shoe Travelers in their 
meeting voted their desire that the na- 
tional headquarters be moved to Chi- 
cago. The regular Shoe Fair will be 
held at Hotel Chamberlain on May 17, 
18 and 19. 


“Allied” Colors Promoted 
By Chicago Store 


Cuicaco, ItL.—Linking fashion pro- 
motion to news of the day, the Fair 
Store is featuring all wearing apparel 
in a “Wear Allied Accessories in our 
Allies’ Colors” promotion. This includes 
assemblies of shoes, gloves, purses, 
scarves, etc., in matching ensembles in 
display window, main floor aisle display 
cases, and departmental displays. Col- 
ors featured are British Tan, American 
Navy, Chinese Red, Dutch Gold and 
Russian Green. 








New Novelty Leather in Play Shoes 


















Everett, Mass.—"Camouflage” is the name given by the Pli-Mode Shoe Co. to this 
new embossed leather, because of its resemblance to camouflage painting. Six of 


their leading 


s are being made in this leather in red and white, blue and 


white and tan and beige combinations. Siated fo be « popular item in opened-up 

casual shoes, this leather is also expected to be important for wear in defense 

factories in a sturdy, closed shoe, such as the one shown here. The all-felt padded 

sole ond laminated hee! will absorb vibrations from machinery in addition to 

effording protection to the worker ove arene floors and contact with heavy 
machinery. 
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New Rubber Half Sole 
For Army Shoes 


Washington, D. C.—Design of a rubber 
half sole by the Army Quartermaster 
Corps has been one of the products of 
the conservation program growing out 
of the rubber shortage. The half tap, 
supplanting the full sole, will use much 
less rubber than the latter while giving 
just as long wear. The rubber tap, as 
may be seen in the photograph, goes on 
over a leather sole. The leather sole is 
not as heavy as that on the all-leather 
soled service shoe. The tap is of black 
corded rubber. Some sizeabié awards 
recently have been made on the new 
type service shoe end Quartermaster 
procurement officers hope to get as 
many as 2,500,000 to 3,000,000 pairs 
with the new rubber half sole of the 
March-April —— of 4,000,000 
pairs. 





Scholl Announces Ad Boost 


CuicaGo, ILL.—An increase of 20 per 
cent in the advertising of Dr. Scholl’s 
Zino-pads and other Dr. Scholl foot 
products so far in 1942, compared to 
the same period in 1941, was recently 
announced by J. A. Wagner,..advertis- 
ing manager of the firm. : 

In addition to schedules currently ap- 
pearing in 54 magazines as well as 
This Week, American Weekly, Metro- 
politan Gravure Group and 2806 
weekly newspapers, larger than ever 
new Spring and Summer Zino schedules 
are now being released to 400 daily 
newspapers from coast to coast. 


Men’s Quality Lines at Peak 


Kansas City, Mo.—Upper priced 
men’s shoes have had their best Winter 
season in years and the strong trend in 
these brackets is continuing into Spring 
according to J. J. Schroeder, Schroeder 
Shoe Store, who believes that men’s 
shoes sales volume will continue during 
the Spring, the strong sales trend be- 
gun in November. 

“Many customers are laying in a sup- 
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CREAM of the Afi Leathers 


ESPECIALLY SELECTED FOR 


| IDEAL BABY SHOES 


There’s a right leather for each part of a baby’s 
shoe, and Mrs. Day has learned the answer from 
years of intensive experience and research. To her 
great factory come special tannages from America’s 
finest tanners, specific leathers, bought and cut for 
a specific part of a baby’s shoe. That 
is why Ideal Baby Shoes give such ex- 
ceptional support without constric- 


tion or chafing. 


Ideal makes cus- 


tomers in infancy that stay with you 





ply of better quality shoes now because 
they feel that there will be material 
shortages and all costs will go up. 
Over a period of several months they 
are now buying two and three pairs and 
dual sales have increased considerably. 
Thick soled models particularly have 
enjoyed strong popularity. For some 
reason the men seem to feel that short- 
ages in shoes will be in the quality lines. 
Although our regular sale period ended 
late in January, we continued our 
special prices on some lines to keep dual 
sales at a peak and thus realize a bet- 
ter profit from many customers,” he 
said. j 


in childhood, and the years after. 


Foster Appointed 
Baker Manager 


Des Moines, lowa—O. W. Foster, 
formerly assistant manager at the 
Baker shoe store in Denver Colo., is 
the new manager of the Baker Co. 
store, 318 Seventh Street, replacing H. 
Bloxhamm, who has left to manage a 
Baker company store at Los Angeles, 
Calif. 

Mr. Foster has been associated with 
the Edison Bros., Inc., St. Louis, Mo., 
for the past seven years. 
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THE ARNOFF SHOE COMPANY, INC. 
101 Duane Street New York, N. Y. 











F. A. Hayes Named to WPB 


[CONTINUED FROM PAGE 35] 


Later he served a group of textile, shoe 
and metallurgical firms including the 
American Felt Company and Daniel 
Green Shoe Company. 

During the first World War he was 
in the Procurement Department of the 
Ordnance, and following the Armistice 
was transferred to the War Claims 
Board of the New England District. 
Subsequently he was manager for a 
textile division of the U. S. Rubber 
Company and in 1928 went with the 
American Hide and Leather Company. 
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Anthony C. Reuter 


New York — The 10th semi-annual 
Shoe Products and Style Exhibit, to be 
held at the Belmont-Plaza Hotel, New 
York, March 22 through 24, is expected 
to be one of the most important show- 
ings of this group, in the light of 
present conditions. Many nationally 
known firms will exhibit. 

Pullovers, sketches, products, mate- 
rials, accessories, lasts, etc., are among 
the items on display. Following is the 
list of those who will have their lines 
on display. . 

Acme Backing Corp., Brooklyn, N. Y., 
802; American Stay Co., East Boston, 
Mass., 828; Arch Leather & Supply Co., 
Brooklyn, N. Y., 822; George Atchue, 
New York City, 825; Atlantic Tubing & 
Rubber Co., New York City, 1017-1018. 

Barth Binding Co., New York City, 
905; Beacon Bow & Novelty Co., Brook- 
lyn, N. Y., 822; Géo. E. Belcher Co., 
Stoughton, Mass., 904;. Ben-Berk Shoe 
Styles, New York City, 933-934; Berte 
Shoe Styles, New York City, 1033-1034; 
Raphael Bing Styles, New York City, 
805; Bowcraft, Inc., New York City, 
1027; Irving Block Styles, New York 
City, 1026. 

Canada Last Co., Ltd., Preston, Ont., 
Canada, 812-814; C. & C. Button & 
Trimming Co., Ine., New York City, 
806; Commonwealth Mfg. Co., Inc., 
Brooklyn, N. Y., 1002; I. L. Cracovaner, 
New York City, 1006; Cutting Room 
Appliances Corp., New York City, 1022. 

Daetsch & Woodward, Inc., Brooklyn, 
N. Y., 812-814; Delill Creations Co., 
New York City, 829; L. Drexsage Com- 
pany, New York City, 1017-1018. 

J. Einstein, Inc., New York City, 
1002; Bea Evan Styles, New York City, 
803. 

Fells Mfg. Co., Melrose, Mass., 1005; 
Joyce Forbes, New York City, 924; 
Frankenthaler Ribbons, Inc., New York 
City, 1007; French Beading & Novelty 
Co., Philadelphia, Pa., 1020. 

Gem Novelty Co., New York City, 
1038; Gitterman & Co., New York City, 
$24. 

Haley - Cate- Rockwood Co., _ Inc., 
Everett, Mass., 1025; Hockmeyer Bros., 
Inc., New York City, 1006; Homasote 
Co., Trenton, N. J., 925. 


Allied Shoe Products and Style Exhibit 





Jayne & Atkins Studios, New York 
City, 938. 

Herbert F. Kenworthy, New York 
City, 1005; Kowal Ornament Co., New 
York City, 1027. 

Latex Process Co., Inc., New York 
City, 1005; Al Lewis Shoe Styles, New 
York City, 926-927-928; Lipp & Hirsch, 
Inc., New York City, 838-839; Lorman 
Shoe Stylist, New York City, 1028; 
Lowell Counter Co., Lowell, Mass., 825; 
Lynn Innersole Co., Lynn, Mass., 1017- 
1018. 

Maas & Waldstein Co., Newark, N. J., 
825; Marathon Novelty Co., Norwalk, 
Conn., 807; Maynard H. Moore, Jr., 
Inc., Stoneham, Mass., 845-846; H. D. 
Mendelsohn Co., New York City, 841; 
Mitchell & Smith, Inc., Detroit, Mich., 
1017-1018; Moore Shank Co., Everett, 
Mass., 825. 

Norwalk Tire & Rubber Co., Nor- 
walk, Conn., 1017-1018. 

Oster Leather Corp., New York City, 
903. 

Palatine Corp., New York City, 804- 
823. 

Respro, Inc., Cranston, R. L, 1001; 
Chas. I. Rockmore, Inc., Brooklyn, 
N. Y., 926-927-928; Rosemont Silk Co., 
Inc., New York City, 1004. 

Service Backing Corp., Brooklyn, 
N. Y., 905; Sterling Last Corp., New 
York City, 945-946; Supply Mfg. Co., 
Inc., New York, N. Y., 1038. 

Thos. Taylor & Sons, Inc., Hudson, 
Mass., 1024. 

Union-Bay State Co., Cambridge, 
Mass., 825. 

Alfred Vamos (Lastex), New York 


_ City, 831-832-833-834; Alfred Vamos 


(Styles), New York City, 831-832-833- 
834; Vanetta Velvet Corp., New York 
City, 901; Venus Art Embroidery Co., 
New York City, 902; Vulcan Corp., 
Portsmouth, Ohio, 1023. 

Waldes Koh-I-Noor, Inc., Long Is- 
land City, N. Y., 801-826; Wavershoé 
Trimming Co., New York City, 820; 
E. E. Weller Co., Providence, R. L, 
827; Willy Weidner Shoe Styles, New 
York City, 800; Windram Mfg. Co., 
South Boston, Mass., 1021. 





New York—Anthony C. Reuter, 
New York news correspondent for 
American Shoemaking, died recently at 
the Swedish Hospital in Brooklyn after 
an emergency operation. Mr. Reuter 
was well known in the shoe business. 
He was associated with American Shoe- 
making in an editorial capacity, but his 
work included subscription and adver- 
tising duties as well. 

Mr. Reuter was one of the founders 
of the Allied Shoe Products and Style 
Exhibit, and until his death he held the 
post of manager of that showing. He 
was active in the Superintendents’ and 
Foremen’s Association of Greater New 







York, of which association he was at 
one time an officer. He made his first 
contact with the shoe industry at the 
age of 15, when he took a position with 
J. K. Krieg Company, a U.S.M.C. sub- 
sidiary. Later he was office manager 
for Degen-Lipp, Brooklyn shoe manu- 
facturers. For a number of years he 
operated his own business as manu- 
facturer’s agent. 


Installs New Shoe Section 


Kansas Crry, Mo.—Bond’s, Kansas 
City, Missouri, store, formerly handling 
only men’s apparel, have recently in- 
stalled a men’s shoe department in the 
store. 
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is ready for immediate delivery in all 
for men and women from 3 to 14. 
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For the 12th Year—The Famous 
Steerhide Huarache from Oaxaca 
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(Also in white, plain weave) 
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SANTA FE-- NEW MEXICO 


New JUSTINS for Spring ; 
Make Service Men Sing 


You can make money this Spring 
these smart Justin mili- 


and civilians, and they'll 
sell profitably at a price a 
Buck Private will pay. 


60 Ne. 56—Styled with strap 

and buckle like the fa- 
Ne. 57— Plain toc, Brown Write for price list and mous Justin Aero Shoe 
blucher oxford with half illustrated show- 


Brown with leather lined 
double sole and other special ing the quarters, twill lined 
featurese—an Army favorite. Military line. 


H. J. JUSTIN & SONS, INC. 


FORT WORTH, TEXAS 
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Needle Trades High School 
Offers Lasting Course 

The 
School of Needle Trades has announced 
a free course in shoe lasting, hand and 


machine operation, to be given at the 
school building located at 225 West 


New YorK — Central High 


24th Strect; New York. Classes will 
meet Monday and Wednesday evenings 
from 6:30 until 8:30. The course will 
be under the direction of Philip Kerri- 
gan, well known in the trade and one 
of the instructors in the Day Division 
of the school. 


Following are the points to be cov- 
ered: study of modern shoe construc- 
tion; study of hand lasting and the 
principles involved in the making of 
handmade shoes; lasting of cement, welt, 
turn and stitchdown shoes; how to use 
modern machinery for lasting shoes by 
machine; use of the conveyor and’ rela- 
ted machines; use of machines for pre- 
paring and attaching soles; stock fit- 
ting machines, their use and adjust- 
ment; principles of bottoming shoes for 
the women’s and men’s shoe division of 
the industry; lasting room foreman- 
ship. 

Students completing the course are 
entitled to receive a certificate from the 
State of New York in Shoe Lasting— 
Hand and Machine Operation. 
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Portiaad, Ore.—Good Will Ambassadors, departing on their first trip to the North- 
west. They bear an invitation to the Spokane Shoe Retailers which sets forth good 
reasons why Spokane shoe men should attend the 1942 Northwest Shoe Convention 
which is to be held in Portiand, May 30, 31, June 1 and 2. After leaving Spokane, 
the Good Will Ambassadors will visit the shoe retailers of Seattie, Tacoma, Eugene, 
Salem and ail Pacific Northwestern points. All indications point to a mast suc- 
cessful convention. This meeting is keyed in tempo to deal with problems affecting 
all shoe merchants, with particular emphasis on present economic conditions aris- 


ing from the war effort. 
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New Fort Wayne 
Store Opened 


Fort WAYNE, IND.—Rodney’s Finer 
Footwear, new Fort Wayne shoe store, 
epened recently at 134 West Wayne 
Street. Emanuel Levy is the owner 
and operator of the store, and Harold 
Chamness is the buyer and manager of 
the men’s department. Mr. Levy has 
until recently been shoe buyer for a 
local department store, and Mr. Cham- 
ness, identified with the men’s shoe 
business here for 15 years, has been a 
department owner and buyer. The store 
is designed in a modern manner and 
features nationally - advertised brands 
of shoes for men, women, and children. 
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Detroit Retailers 
Re-Elect Officers 


Derroit, Mich. — Annual general 
business session of the Detroit Retail 
Shoe Dealers Association re-elected all 
officers for 1942, including: Walter 
Magee, Crowley Milner and Co., presi- 
dent; vice president, Guy Dixon, J. L. 
Hudson Co. basement, vice-president; 
Sam Plotler, original Sample Shops, 
secretary, and Adolph Goetz, Russek’s, 
treasurer. 

Re-elected as directors were: Fred 
Sherman, Sherman’s Shoes; William 
Huffman, Huffman’s Shoe Store, and 
Calvin Conrad, Sears and Roebuck 
store, for three years; Ed Dickson, 
Dickson’s Shoe Shop; Ernest Brad- 
shaw, J. L. Hudson Company; John 
Plunkett, Plunkett Brothers, and Robert 
Isberg, Boyd’s Shoes, for two years; 
and Guy Dixon; David Lieberwitz, 
David’s; Clyde K. Taylor, Stuart J. 
Rackham, Inc., and J. D. MacSweeney, 
Treadeasy Shop, for one year. 

An entertainment committee was ap- 
pointed, consisting of Messrs. ° Plotler, 
Lieberwitz, and Herbert Burr, and has 
already begun activity on the new sea- 
son’s first major social event, a post- 
Easter party slated for April. 

Much of the discussion at this meet- 
ing, which was the best attended in 
over a year, with good representation 
from both small neighborhood stores 
and the large and small downtown 
shops, was devoted to the matter of air 
raid precautions. Consensus of opinion 
was that the shoe merchants of the city 
should carefully study details of the 
master A.R.P. plan for Detroit which is 
to be published in a 32-page newspaper 
edition in about two weeks, following 
careful co-ordination by the proper au- 





thorities, rather than undertake hap- 
hazard efforts on their own, which 
might actually conflict with the ulti- 
mately accepted standards. Sentiment, 
however, was strongly in favor of defi- 
nite preparation for any eventuality. 


This straight tip custom shoe for Fall by Johnston and Murphy, is cut from Ohio's 
Luxor Calf. This particular pattern is in the popular Charro Tan shade. 
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Rolland H. Spaulding, Former 
N. H. Governor, Dies 


Rocuester, N. H.—Former Gov. Rol- 
land H. Spaulding died March 14 at 
the Frisbie Memorial Hospital, a $300,- 
000 gift to the city from the Spaulding 
families, which was opened to the pub- 
lic in January. He was 68 years of age 
and had been seriously ill for about a 
week. When he was taken to the hos- 
pital, his brother, former Gov. Huntley 
N. Spaulding, cut short his vacation at 
Pinehurst, N. C., and returned to Roch- 
ester to be with him, with other mem- 
bers of the family. 

Rolland Harty Spaulding was born 
at Townsend Harbor, Mass., March 15, 
1873, the son of Jonas and Emeline 
(Cummings) Spaulding. He attended 
the grammar school at Townsend Har- 
bor and then entered Phillips-Andover 
Academy, graduating in 1893. He then 
entered the fibre mill of his father to 
learn the business. 

He was president of the Spaulding 
Fibre Co., vice-president of the Spauld- 
ing-Frost Company of Fremont, N. H., 
and a director of Spaulding, Ltd., of 
London, director of the Atlas Leather 
Company of Illinois and of the Inter- 
national Leather Company. In addition 
he was president and director of the 
Rochester Trust Co., vice-president of 
the First National Bank of Rochester, 
a director of the Rochester Chamber of 
Commerce, director of the Rochester 
Kiwanis Club, director of the United 
Life and Accident Company of Concord, 
director of the Gafney Home for the 
Aged and director of Rochester Build- 
ing and.Loan Association. 

Mr. Spaulding was a delegate to the 
Republican National Convention — in 
1912, served as Governor of New Hamp- 
shire in 1915-16, was vice-president of 
the New Hampshire Defense League in 
1917, and vice-chairman of the execu- 
tive committee of the New Hampshire 
committee of safety during the first 
world war. 

Several years ago he served as chair- 
man of a committee appointed by the 
Governors of the six New England 
states, whose job it was to advise the 
Governors what was the proper com- 
bination of railways to serve New Eng- 
land’s best interests in railway trans- 
portation. 

He leaves his widow, Mrs. Vera 
(Gowen) Spaulding; two daughters, 
Mrs. William H. Champlin, Jr., of 
Rochester, and Miss Betty Spaulding, 
a student at Harcum Junior College, 
Bryn Mawr, Pa.; his brother, and a 
sister, Mrs. Marion Spaulding Potter 
of Greenwich, Ct. ? 

Services were held Tuesday at 2 P.M. 
at the First Church, Congregational, 
and burial was in Townsend. 





Shoe Department Remodeled 


SPRINGFIELD, TENN. — The shoe de- 
partment of Randolph, House & Co. has 
been remodelled, redecorated and re- 
furnished ‘with upholstered chrome 
chairs. 
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FLIP 


is the one-piece vamp lining that keeps shoes looking and feeling better— 
keeps customers coming back for “another pair just like ‘em.” 





YOUR COPY 

of the FLEXNAP book will be 
mailed upon request. It con- 
tains many interesting exam- 
ples of the way FLEXNAP has 
helped leading shoe merchan- 
disers to build profitable busi- 
ness. 





W. S. LIBBEY COMPANY 


LEWISTON MAINE 








“When Good Fellows Get Together” 


Baltimore, Md. — Wallace Beery, screen star, had an interesting conversation 

recently with young Freddie Branovan of Milwaukee, while Freddie was recupera- 

ting from an operation at Johns Hopkins Hospital here. Freddie is the son of 

M. Branovan, who operates a successful shoe store at 2125 West North Avenue in 

Milwaukee. Mr. Branovan has done an outstanding job on safety shoes, supplying 
workers in defense factories. 
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BUY NOW & BOOST SALES 








Send for New Catalog—aAsco Athletic Footwear 
THE ARNOFF SHOE CO.., Inc. 


101 DUANE ST. 
NEW YORK CITY 





** STAR VALUES ** 


$10 











Style 868 





Style 810 





"Round the Trade... 


IOWA 
Matt Hammes is closing out the“en- 
tire stock of the Hammes Shoe Store, 
at Pocahontas, and will quit the shoe 
business to devote his entire time to his 
chicken hatchery. 
Phil Hexom, of the shoe firm of John 
Hexom & Son, Decorah, is convalescing 
from a recent operation. 


OREGON 

Tom Bagwell, president of the Port- 
land Retail Shoe Dealers Association, 
is making elaborate plans for the en- 
tertainment of both travelers and re- 
tailers at the Decoration Day conven- 
tion. 

NEW MEXICO 

Sam Epstein, manager of the Beck 
Shoe Store, Albuquerque, is a Sunday 
saddle horse fan. So are his friends, 
Mr. Breece, of Williams Shoe Mfg. Co., 
and Mr. Campbell, of Huiskamp Bros. 
They meet practically every Sunday at 
one or another of the local saddle horse 
stables and join in a canter. 

John Gibson, formerly with Hale’s 
Brownbuilt Shoe Store, Albuquerque, 
has been appointed manager of the 
shoe department at Montgomery Ward, 
here. 


NEW YORK 

Allan B. Draper, who has been as- 
sociated with the I. Miller shore store 
in East Avenue for the past year, has 
resigned to take a position with Like- 
ly’s leather and travel goods store here. 

William Eastwood & Son Company is 
now 101 years old, the oldest shoe store 
in Western New York. It was establish- 
ed by Paine & Bigelow in 1841 and 
taken over by William Eastwood, father 
of Albert B. Eastwood, now head of the 
business in 1853. 

Edward Auth has resigned his posi- 
tion as buyer of women’s footwear in 
the store of Sibley, Lindsay & Curr 
Company, Rochester. While he has not 
yet announced plans for the future he 
will continue in the shoe business. 


“4 


Ben K. Farnham, eastern representa- 
tive of Moulton-Bartley, of St. Louis, 
Mo., enters the ranks of “grandfathers” 
with the recent birth of a son to his 
daughter Mrs. Gordon F. Gibson. 


PENNSYLVANIA 


Harry H. Auslander, of Harrisburg, 
well known in shoe circles, here, was 
married to Miss Gladys Caplan of York, 
recently, in the Stephen Girard Hotel, 
Philadelphia. 

Mr. Auslander, who had wide follow- 
ing in the stores in which he has work- 
ed in Harrisburg, is now connected with 
the Ross Saturn Shoe Company in 
Washington, D. C. 


SOUTH CAROLINA 

Joe B. Berry, of the Berry Slipper 
Shop and Berry Department Store, has 
been called into active service in the 
army. During his absence, manage- 
ment of the two stores will be taken 
over by Nathan Berry. “Doc” Hensley 
will remain in charge of the Slipper 


- Shop. 
TEXAS 

Michael Murphy, advertising execu- 
tive, of Krupp & Tuffly, Inc., Houston, 
has been seriously ill for some time 
with the flu bordering.on pneumonia. 
He is now convalescing at home. 

Levy Bros. shoe department, Houston, 
has lost three men to the army and 
navy. They are Bert Mosher, A. 
Pranter and A. West. These men have 
been replaced with 3-A men and one 
woman salesman, E. J. Moser, owner, 
and buyer said. 

Jules Mosow who was floor manager 
for four years at The Fashion shoe de- 
partment, has enlisted in the Navy as 
a third class petty officer. He is sta- 
tioned at San Diego. 


WISCONSIN 
Oscar E. Holtz, Jr., assistant man- 
ager of Reed’s Shoe Store in Fond du 
Lae until he entered army service, was 
married recently to Miss Marion E. 
Hodge. 


Leo Bach, head of the shoe depart- 
ment at Bostwick’s in Janesville has 
turned Thespian and will play the role 
of the critic in “The Guardsman” to be 
presented by the Little Theatre in 
Janesville. 


Reclaimed Rubber Still 
Available for Heels 

WASHINGTON — Reclaimed rubber is 
still available for the manufacture of 
rubber heels, according to the War Pro- 
duction Board, Rubber Branch. 

A recently published report to the ef- 
fect WPB had banned production of 
rubber heels has caused a run on deal- 
ers, and suppliers, stocks, the branch 
added. The only ban in effect is on the 
use of crude rubber for the manufac- 
ture of rubber heels. Reclaimed rubber 
has been used in heels for some time, 
and there is no need for consumers to 
be alarmed over a possible shortage. 


A Recorder Shoe Family 
[CONTINUED FROM PAGE 30] 


University, in the heart of the resi- 
dential district and close to the city’s 
two largest hospitals and two nurses’ 
training colleges. The opening stock 
had four different styles of nurses’ ox- 
fords, and the store prospered; to this 
day the bulk of its women’s trade con- 
sists of nurses. 

It was in the old North Park store 
that Bill began selling shoes—when he 
was 13. It was his job to open the store 
at 7:30, working until 8:45 when he left 
for school. He was back again at three 
and worked until eight in the evening. 

Bill was married in 1935 and in 1938 
his son, Danny, was born. Danny shows 
an unusual aptitude for the shoe busi- 
ness—he literally cut his teeth on a 
shoe horn—and learned to walk by push- 
ing a fitting stool. Boor AND SHOE 
RECORDER is a regular weekly visitor at 
Harmer’s. Dan P. Harmer has a cer- 
tificate issued by the REcoRDER stating 
that he served as honorary editor of the 
issue of Dec. 5, 1914. Bill Harmer says 
that he gets a lot of help in window 
trimming from his weekly issue. 
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Official Two-Color POSTERS 
for National FOOT HEALTH WEEK 


ORDER NOW! 


, These compelling, colorful 


posters are a necessary part 
of your Foot Health Week 


promotion ! 


Use them in your window displays and 
for store decoration. Use them in the 
windows of vacant stores. Use them in 
conspicuous spots all over town. They 
will give a final, powerful tie-up in any 
well-planned promotion program. 


Why not place a quantity order for all 
stores in your community cooperating in 


National 
FOOT HEALTH WEEK 
April 20th to 25th 


ne 9 Ce % ick 
ara ? Se aa 
“. ten ="“SO0) AERLTR 


These official Posters are BLACK and GREEN 
on heavy offset paper, size 17 x 22 inches 


5 for $2.50 100 for $21.00 20 for $5.25 
10 for $3.75 (WE PAY POSTAGE) 30 for $7.25 


MATRICES OF FOUR 
FOOT HEALTH WEEK 
R. E. ANDRUSS—BOOT AND SHOE RECORDER ILLUSTRA 
POSTERS 100 East 42nd St., New York . pei 
SHIPPED Please sénd us FOOT HEALTH WEEK POSTERS, $1.00 
and.... SETS of matrices of FOOT HEALTH WEEK 
FLAT | tosreations. | Included are reproduction 
| . ...Check (or Money Order) enclosed, or . Mail C.0.D. of Food Health Week Post- 
. plus postage. er in two sizes, and two 
Name Ye Fes other timely illustrations 
Address ... Be! RES ee! eae for your 
ee ADVERTISING 
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SALESMEN WANTED 


POSITION WANTED 


WANTED TO PURCHASE 





SIDE LINE SALESMEN, with established 

following preferred, for complete nationally 
advertised line Athletic Footwear, Riding Boots, 
Baseball Shoes, Golf Shoes, Military Boots and 
Shoes, Moccasins, and many other items fea- 
tured in 42 page catalog. Straight commission 
to start. Address $447, care Boot & Shoe 
7S ie 100 East 42nd Street, New York, 
ty 





XPERIENCED SHOE SALESMAN to 

carry a fast selling manufacturer’s line of 
Boys’, Misses’, Growing Girls’ Welts and 
McKays that retail from $2.50 to $4.00. All 
styles carried in-stock. Territories: Virginia, 
West Virginia—-Georgia—Kentucky, Tennessee 
—- Missouri, Kansas — Alabama — Minnesota, 
North and South Dakota—Oklahoma, Arkansas 
—-Texas. Commissions payable weekly. Give 
complete details in letter. Address $470, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York, N. Y. 


NEW YORK MANUFACTURER OF $4 to 

$5 Sandals and Slippers desires territorial 
representatives on straight commission basis for 
Western States, Middle West and Eastern 
Middle West; also Pennsylvania and New 
Jersey. Only salesmen with following in better 
shoe stores will be considered. Give full par- 
ticulars in first letter. Address $474, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N. Y. 








HELP WANTED 








We need half a dozen good 
managers. If you have the 
qualifications and a pleasing 


personality, address 


TRIANGLE SHOE COMPANY 
Wilkes-Barre, Pa. 














FOR SALE 


U NUSUAL OPPORTUNITY to acquire well 

established, beautiful, Women’s Shoe Store 
in Arizona. Volume over $50,000 in better 
grade shoes; exceptionally good lease; around 
$20,000 to handle. Address $469, care Boot & 
Shoe Kecorder, 100 East 42nd Street, New 
York, N. Y. 





SHOE STORE MANAGER-BUYER now em- 

ployed large Midwest city wishes position 
smaller town in Midwest. 15 years’ experience 
Department, Chain, Specialty Stores. College 
Man; married; excellent references. Wire or 
write immediately. Address $472, care Boot 
& Shoe Recorder, 100 East 42nd Street, New 
York, N.Y. 





EXECUTIVE WANTED 








GENERAL MANAGER 

of Children's Division of 

Large Shoe Manufacturer 
Should have sales and 
styling experience, Write, 
giving age, experience, 
etc., 


Address 468, care BOOT & SHOE RECORDER, 
100 East 42nd Street, New York, N. Y. 














LINE WANTED 





EXPERIENCED SALESMAN wants Men's 
or Women’s line — Men's preferred — for 
New England territory. Western line prefer- 
red. Address Box B-449, Boot & Shoe Re- 
corder, 140 Federal Street, Boston, Mass. 





ALESMAN HAVING LARGE FOLLOW- 
NG among best partment Stores and 
Chains in Metropolitan New York area desires 
line of Men’s Casual Shoes, Slippers, etc. Can 
produce quick results; strictly commission basis, 
Address 2460, care Boot & Shoe Recorder, 100 
East 42nd Street, New York, N. Y. 





WANTED: MANUFACTURERS LINE OF 
HARD SOLE SLIPPERS by well known, 
experienced, salesman Metropolitan and _ sur- 





IGH CLASS FOOT HEALTH BUSINESS 
" @stablished over twelve years—owner retir- 
ing—Small Stock and office fixtures; low over- 
head; for particulars: Suite 227, Security 
Building, Pasadena, California. 





r ding territory, catering to chain stores, 
department stores, and mail order houses. Com- 
mission basis. In reply state your capacity of 
production per day, and price line. Address 
$471, care Boot & Shoe Recorder, 100 East 
42nd Street, New York, N. Y. 


SHOE STORE, New York or vicinity; cash 

Red Cross preferred. Address $475, 

Boot & Shoe Recorder, 100 East 42nd 
Street, New York, N. Y. 


























For Entire Stocks or Surplus Merchan- 
dise. This is a good time to dispose of 
them. We can use any quantity and 
pay the highest prices. 


CAMITTA SHOE COMPANY 
120 N. Fourth St., Philadelphia, Pa. 
Phone Lombard 2062 











BUYERS OF 
MANUFACTURERS—RETAILERS 
SURPLUS STOCKS 
We buy for cash surplus or complete shoe stocks. 
Branded or Generous prices 

Write, wire or phone. 


BARSH CEASAR 
19 N. Fourth St. Seen eet. Pa. 
Phene Market 1 














CLASSIFIED ADVERTISING RATES 

The rate for "Position and Lines Wanted" advertisement is 4 cents per word for all undisplayed advertise- 
ments. Minimum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum 
charge, $1.25. When a box number is desired twelve words should be added for the address. In all other cases 
each word of the address should be counted. 
The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 

Classified advertising is payable in adva 

&@ Advertisements for this page must be in our New York Office on Friday of the week preceding publication ® 
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FOR LEASE 


A= FLORIDA ama ~— > Chain consisting 
eight stores stores to"Teage out 
ee in , oft the. stores to 
for Children’s Shoe Department. All that is 
necessary is to move in the shoes. The net 


business. The 

and modern and in 100% 

Three and four dollar retailers pre- 
Address $473, care & Shoe 
. 100 East 42nd Street, New York, 








HOTELS 








HOTEL ATLANTIC 


A convenient downtown hotel with 
reasonable rates from $2.25 up. 
CLARK NEAR JACKSON 
CHICAGO 

















Color Dominant Theme 
In Shoes in South 


Houston, Texas — Color and good 
sensible walking shoes are being fea- 
tured in Houston as the pre-Easter 
selling campaigns open. Lower heels, 
soft comfortable leathers and common 
sense types of shoes are making walk- 
ing a pleasure. 

Many of the shoes are of very soft 
leather, unlined and feature flexible 
soles. 

Colors are in red, green, tan and 
black with a very few navy. Black 
shoes are trimmed to pep them up. 
Color is the predominating theme in 
shoes this season for the South. Whites 
are slow coming in, but undoubtedly 
white will play a préminent part in 
shoes as the summer season expands. 


New Women’s Shoe Store 


KNOXVILLE, TENN.—Boyd’s, a new 
women’s shoe store, located in a newly- 
remodelled building at 519% South Gay 
Street, was opened recently. Floyd H. 
Cover, with 12 years’ local experience in 
shoe merchandise, is manager. Hosiery 
and bags are also sold. 


“are concerned, 


*of snow again next year. 


H. C. Godman 
Re-Elects Officers 


CoLuMBUs, Onto—Fred A. Miller 
was re-elected president. of the H. C. 
Godman Shoe Co., at a recent directors 
mee¢ting. 

Other officers renamed included Bruce 
H. Compton, James O. Moore and John 
W. Lake, vice presidents; Dennis P. 
Carey, secretary and assistant trea- 
surer, and James L. Davis, assistant 
secretary-comptroller. 

Directors returned included Mr. 
Miller, Dennis P. Carey, S. G. Prentiss, 
G. S. Coffman, Harold J. Kaufman, 
John Bauermeister, C. A. Laubach and 
W. I. Vorys. 

In its annual report for 1941, the 
company listed a profit of $7221.81 
compared with a net loss.of $548,207.31 
during the year 1940. 


War Affects Both 
Style and Demand 


SPOKANE, WasH.—What effect is 
war having on shoe customers? 

As far as customers of the Crescent, 
this city’s leading department store, 
in the women’s field it 
has. had two marked effects. 

The first has to-do with galoshes. 
This has been an outstanding year for 
them, according to James Swanson, 
in charge of the shoe department. 

There has been considerable snow 
in Spokane, weather that makes gal- 
oshes desirable, and there may be lots 
Realizing 
that galoshes are rubber just like 
hubby’s tires, the ladies are buying 
extra pairs ahead “just to be sure”. 

“Although some styles and sizes are 
not obtainable, we have been pretty 
well able to offer a substitute and take 
care of the demand,” said Mr. Swanson. 

But the snow is due to disappear 
soon and Spring styles are coming in. 
Here again an effect is noticeable. 

“We are experiencing a marked in- 
crease in the demand for the walking 
type of shoe,” Mr. Swanson said. 








“The tendency toward women wearing 
lower heels is very strong, and the 
requests for this type of shoe, par- 
ticularly in antique tan calf are 
many. 

“Also, the popularity of tans in 
men’s shoes, the trend toward the mili- 
tary and plain type models continues 
to increase. 

“Speaking of shoes generally, our 
January clearance sale showed a nice 
increase over last year. 

“We have some Spring shoes in, not 
many, but they have sold well. Black 
is good, of course, but tans are sell- 
ing well, and some greens and reds 
are moving.” 


Obituaries 


Clark Carpenter 


KINGsPorRT, TENN.—Clark Carpenter, 
35, prominent local shoe man with the 
firm of Carpenter and Harrison, died 
recently after an illness of 8 weeks. He 
was with the shoe department of J. 
Fred Johnson and Co. before going into 
business himself. 


Leon Block 


NASHVILLE, TENN.—Leon Block, 82, 
sales representative of Miller Shoe 
Company, Cincinnati, died recently 
after a two-year illness. Mr. Block, 
a native of Baton Rouge, La., one of 
the oldest and best known show men in 
the South, had been a resident of Nash- 
ville for 48 years. He was an active 
member of Vine Street Temple and was 
buried in the Temple Cemetery. 


Elwood Burkhart 


OAKLAND CrtTy, IND.—Elwood Burk- 
hart, 61 years old, shoe store proprie- 
tor, died recently at his home, here. 

Mr. Burkhart, who was one of the 
best known men of Oakland City, was 
employed for more than 40 years by 
the Levi store, here. Later he pur- 
chased his own store. He is survived 
by a brother and two sisters. 


The Editor’s Outlook 


[CONTINUED FROM PAGE 24] 
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and make it acceptable to the public. But the howl to 
high heaven by the makers of dress suits, tuxedoes and 
social accoutrement is something to hear. They are 
out—definitely out. Another conservation idea was to 
sell no more two-pants suits and, believe it or not, they 
are going to try to circumvent that by selling the suit on 
one sales check and tell the customer to come back a 
week later and buy the extra pair of pants. 

We could go on and cite a hundred and one similar 
evasions, avoidances and the like—all predicated on the 
belief that this thing called business must be kept high, 
wide. and’ open—no holds barred—‘“Get the money.” 


1942 


We have built up a philosophy of things, things, things 
to such a degree that so help us, American men, women 
and children are so equipped that they are almost like 
a cow with two tails. 

It is time that each and every one of us looked at this 
war as WAR. If we look at it as business-plus war, 
we're going to be licked by the very weight of our con- 
niving. No miracle stroke is going to sweep the horrible 
mess into a pattern of victory. We've got to face the 
truth sometime—and it might as well be now. 

Every shoe man in every store and factory can play 
his paft in putting America on a war footing. 








Dates to Remember 


Official Opening of American 
Loe for ro 1942, by Tan- 


RRA Style yey Wal- 
dorf-Astoria Hotel, New York. 
March 23, 24, 1942 


Monthly Shoe Buyers’ Days, Shoe 


Annual White Shoe Show, Greater 
Buffalo Shoe Retailers’ Associa- 
tion, Hotel Statler, Buffalo, N. Y. 

acs 12, 13, 1942 


is am FOOT HEAL 
WEEK 


ay 20-25, 1942 


icles of Fall Footwear Fash- 

ions, St. Louis Shoe Manufac- 

turers ——— New York 
May 4, 5, 6, 7, 1942 


Colina Shoe Manufacturers’ Fall 
Qvesing, Hotel New Yorker, New 
May 3, 4, 5, 6, 1942 


aie States Shoe Fair, Hotel 
Morrison, Chicago, Ill. 
May 17, 18, 19, 20, 1942 


Annual Shoe Show, Iowa National 
Shoe Travelers’ Association, Hotel 
Chamberlain, Des Moines, Ia. 

May 17, 18, 19, 1942 


Mid-Western Shoe Travelers’ Show, 
Cornhusker Hotel, Lincoln, Neb. 
May 24, 25, 26, 1942 


Annual Convention, Pacific North- 
west Shoe Retailers’ Association, 
Portland, Ore. 


May 30, 31, June 1, 2, 1942 


Annual Convention New York Shoe 
Retailers Association, Hotel 
Statler, Buffalo, N. Y. 

June 14, 15, 16, 1942 


Golf Tournament Central Pennsyl- 
vania* Shoe and Leather Associa- 
tion, Lancaster Country Club, 
Lancaster, Pa. June 19, 1942 





Chicago Selling 
[CONTINUED FROM PAGE 35] 


Stevens featured them in several win- 
dows and Joseph’s showed shoes and 
bag for “Suit Support.” 

Patent, gabardine, and calf shoes 
have each been the subject of individual 
promotions. An outstanding one was 
featured by Marshall Field & Company 
headed “Go All Out For Gabardine,” 
showing gabardine shoes to be worn 
with gabardine dresses, coats, and 
suits. In the dressy types pumps and 
sandals have received special emphasis 
with Field’s featuring “Twilight San- 
dals” in black patent and faille. Color 
promotions have been concentrated on 
Balenciaga Brown, Cherry Patent, and 
various interpretations of red, includ- 
ing Poppy Red, featured by O’Connor & 
Goldberg. 

There have been a number of clever 
promotions of nailheads, including one 
by Field’s entitled “Double in Brass” 
tieing nailhead shoes up with bright 
jewelry. 


48 











TO ADVERTISERS IN THIS ISSUE 


ALLIED KID CO., Boston, New York, Philadelphia 
ARNOFF SHOE CO., INC., New York City 

BARIS SHOE COMPANY, New York City 

BARSH & CEASAR, Philadelphia, Po. 

BASS, G. H., CO., Wilton, M 

CAMITTA SHOE COMPANY, Philadelphia, Po. 
COMPO SHOE MACHINERY CORP., Boston, Mass. 
CONNEL, J. M., SHOE CO., Braintree, Moss. 

DALY BROTHERS SHOE CO., INC., Marion, Ind. 
ENDICOTT-JOHNSON CORP., Endicott, N.Y. 
EVANS, JOHN R.*& CO., Camden, N. J. 
GERBERICH.PAYNE SHOE CO., Mt. Joy, Pa. Back Cover 
GOODWILL SHOE CO., Holliston, Mass. 38 
HEALTH SPOT SHOE SHOPS, INC., Danville, til. 33 
HOTEL ATLANTIC, Chicago, Ill. .. ; 

JUSTIN, H. J., & SONS, INC., Fort Worth, Texas 

KIEFER, EDGAR S., TANNING CO., Grand Rapids, Mich. 

KIRSCH-BLACHER CO., INC., New York City 
LIBBEY, D. S., CO., Lewiston, Me. 

LITHOX, THE, CORP., Wapakoneta, O. 38 
MANFIELD & SONS, Philadelphia, Po. 36 
MRS. DAY'S IDEAL BABY SHOE CO., Donvers, Mess. 39 
OLD MEXICO SHOE SHOP, Santa Fe, New Mexico 4! 
REPUBLIC BUILDING, Chicago, Ill. .. 32 
RICE-O'NEILL SHOE CO., St. Louis, Mo. 2nd Cover 
ROBERTS-HART, INC., Keene, N. H. 40 
RUBIN, IRVIN, New York City ... 4 
SHOE FORM CO., INC., Auburn, N.Y. .. 34 
SUPERIOR SHOE CO., Chicago, Ill. 42 
TAYLOR, E. E., CORP., Boston, Moss. ......... " 37 
UNITED LAST COMPANY, Boston, Mass. ices & 


UNITED SHOE MACHINERY CORP., Boston, Mass. 10, 31, 3rd Cover 


UNITED STATES RUBBER CO., New York City _. Front Cover 
WOHL SHOE COMPANY, St. Louis, Mo. 


Boot and Shoe Recorder 











SOLVENT 
APPLYING 
GRID MACHINE 











| WAC SOLE CEMENT 

APPLYING MACHINE 
MODEL A 

Fitted for Viscous 
solvent. 

















GAC SOLVENT 
APPLYING MACHINE 
MODEL B 
Barrel type nozzle. 
Straight feed. 





A FACTUAL 
RECORD OF PROGRESS 


United engineering has 

brought about improvements 

that conserve cements and 

solvents at a time when the 

elimination of waste is vital 
in shoe manufacturing. 








GAC SOLVENT APPLYING 
MACHINE — MODEL C 
Automatic Operation 


Cross Feed 
Barrel Type Nozzle 











ITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





NEW NAME ron Satiyfieal CUSTOMERS 


GERBE RICH 


GERBERICH-PAYNE Gogg 


The best way to assure Repeat Business is to make sure that your boy cus- 
tomers go out of your store satisfied. GERBERICH DEALERS get such assurance 
by friendly, careful fitting, knowing full well that they couldn’t fit better shoes 
to boys’ feet at any price. On this complete service, including GERBERICHS, 
STRIDE RITE, JUNIOR ARCH PRESERVER AND OFFICIAL BOY SCOUT 


SHOES, they are building steady, profitable, and increasingly important 
businesses. When Young America Looks To Its Feet, More Of Them Will Want 
Gerberich-Payne Shoes. 
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GERBERICH-PAYNE 


SHOE COMPANY 


MOUNT JOY 


PENNS TViVaniea 


